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Which store is yours? Store “‘A’”’ sells a good line of $5.00 
shoes. A good-value line, but no better than what other stores 
are offering at $5.00. Store “‘B’’ offers the same quality at 
$5.00 — but in addition, brings an array of selling features 
that immediately capture the buying impulse of every man to 
whom they are shown. That’s the MASSAGIC Shoe! 


Put the MASSAGIC Shoes along side of any other $5.00 dress 
shoes and watch the results. No wonder MASSAGICS have 
established such remarkable sales records in thousands of 
stores in such short space of time! 


Here’s a real merchandising opportunity for you. Twenty- 
three numbers in stock. Styles for all men. Get the details. 


WEYENBERG SHOE MFG. COMPANY 


MILWAUKEE, WISCONSIN 


PATENTED 
and Patents Pending 





THESE FEATURES 


A) AIR CUSHIONED—to ab- 

sorb the jars and shocks of 
every step—to massage the mus- 
cles — to promote free, unre- 
stricted action of the entire foot 
structure. 


€ PATENTED FOOT- 

SHAPED CUSHION — 
Cushions the heel, cushions the 
arch, cushions the ball — yields 
with every step. 


ARCH UPLIFT — induces 

uniform weight distribution 
and body balance. Holds the 
bones and muscles in place with- 
out binding. Comfort for every 
foot. 


@ ALL STYLES—The MAS- 

SAGIC Shoe is not a “‘cor- 
rective’”’ shoe, It is built on regu- 
lar lasts and looks like a regular 
shoe. But what a difference when 
you slip your foot into a pair! 
Young men as well as older men 
will like this shoe. 


@ HIGH QUALITY — This 
shoe has better insoles and bet- 
ter outsoles than most $5.00 
shoes. The shoemaking is of the 
Weyenberg high standard. 
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oot and Shoe K 


VOICE or THE TRADE 


KEEP an eye on the labor situa- 
tion as it applies to deliveries of 
shoes. There is more foment in 
shoe labor fields than in many 
seasons. In some parts of the 
country they are organizing shoe 
workers over local radio stations. 
One shop crew pulled a “sitting 
strike.” They sat at their machines 
and did nothing. All unions are 
studying economics and in some 


cases know more about cost ac- 
counting, economics and law than 
some manufacturers. One union 
violated an injunction and was 
fined $2,000 and plans to pay it 
off by giving a musical festival in 
one town and a street carnival in 
another. One group of leather 
workers endorses Father Coughlin’s 
plan and still another puts pres- 
sure on Washington. So all in all, 
if the NRA goes out, shoe labor 
troubles will come in. 


* * * 


Dr. FRED O’FLAHERTY, direc- 
tor of the Department of Leather 
Research of the University of Cin- 
cinnati, says: 

“Leather for health. To keep 
the small bones of the feet in place, 
shoes must have a certain amount 
of support in them. If the material 
in our shoes is too soft or yielding 
to give such support, we develop flat 
feet or other foot deformities. 


“When the feet are thus deformed 
the entire body is affected—our 
standing posture is changed—our 
muscles are made to do extra work. 

“Leather shoes help to regulate 
foot temperature and to keep the 
feet warmer in Winter and from 
getting uncomfortably hot in Sum- 
mer. This has a far-reaching influ- 
ence on our health, and even helps 
to prevent colds. 

“You can see, therefore, why no 
material is so well adapted for 
shoes as leather.” 


* * *% 


Louis J. ROBERTSON an 
nounces the organization of Robert- 
son Incorporated, at 100 Gold 
Street, New York City. He has been 
engaged for many years in utiliz- 
ing his expert knowledge concerning 
the collecting of alligator skins and 
tanning them into high class 
leather in every variety of color 
and finish. 

He was a powerful voice in 
Washington in code-making days 
and his services to the trade have 
been generally acclaimed. He 
starts his new project with a 
generous measure of good-will. 


* *% * 


Mr ass DOIN’ A SWELL JOB- poc 
HY 


CRY 


i? 





Foor COMFORT WEEK of the 
Scholl Mfg. Company is scheduled 
for June 15 to 22. All factors of 
promotion are to .be used—full 
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pages in the national publications, 
newspaper advertising schedule, 
radio hook-up, a series of window 
displays, streamers and counter 
cabinets—all for the purpose, as 
Dr. William F. Scholl says: “to 
make the American public foot-con- 
scious and’ to show them how 
simple a matter it is to obtain re- 
lief from foot trouble.” 

Of him it has been said that “in 
his long life of foot comfort service, 
he has done more to alleviate foot 
suffering than any individual in the 


entire world.” 
& * * 


YAK —PAL 9 





Cocoanuts and shoes. It may 
take some stretch of the imagination 
to connect up cocoanuts and shoes. 
However, the fact is that many of 
the white shoes of this Summer are 
of leather that is dressed with 
cocoanut oil—a white oil. 

A tax has been put on cocoanut 
oil, and the oil has shot up in price. 
The soap trade is a larger user of 
cocoanut oil, and so the trilogy of 
soap, cocoanuts and shoes. 


* * * 


Saks FIFTH AVENUE used a 
full-page advertisement to tell the 
public that it proposes to do “all 
in our power to prevent any mis- 
use of our name. Our shoes are not 
sold without our label by any man- 
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ufacturer or retailer to other stores. 
At no time are any of our manufac- 
turing resources permitted to offer 
for sale any cancelled shoes or 
shoes returned by us. We will con- 
tinue to preserve this distinction 
with every means in our power. 
Our patrons will do themselves and 
us a service by letting us know 
of any unauthorized use of our 
names or trade marks.” 


* * * 


New and wider interest in foreign 
trade is spreading among tanners. 
The new idea is to sell leather 
abroad on a style basis. That is, 
what’s new, novel and interesting 
in leather styles in the American 
trade may be likewise in a num- 
ber of countries overseas. 

This new idea is different from 
the old idea which was to sell cus- 
tomers abroad staple leathers on a 
price basis. Another new factor is 
that there are now more countries 
to which to sell leather. The 
government reports exports of 
leather to about ninety countries. 

U. S. Department of Commerce 
figures show a considerable increase 
in exports of side leather and calf- 
kins, also sheep and kid skins, for 
the first quarter of this year, and 
so some trade in that expansion in 
foreign trade is already setting in. 


* * * 


THE average Massachusetts factory 
gets out 1000 pairs a day, accord- 
ing to a bit of rough figuring on 
reports of the U. S. Department 
of Commerce. And the Bay State 
has 242 factories. 





Ml 
A SALESMAN Gets Even,” by 


Bronx, 


Matthew Kuller of the 
a G3 

“Some time ago,” said the ac- 
count executive, “we selected six 
rather similar towns for one of our 
clients and made strenuous tests in 
five of them. In one town we used 
a concentrated newspaper schedule, 
in another direct mail, in another 
special window displays and in the 
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TO BE OR NOT 
TO BE 


SALES 


ADV. 


—Friend A. recently said: “We're 
not going to do any promotional 
work or any advertising until 
things get a whole lot better." 

—'"'How has your business been?” | 
asked. 

— "Terrible," he replied, "We've 
lost money for the past three 
years. Would have been better off 
if we had closed up tight." 

—Friend B. recently said "We have 
continued to advertise to help 
things get better." 

—"And how has your business 
been?" | asked. 

—"Pretty good," was the reply. 
"We've operated in black right 
through the depression and last 
year we showed a 30% gain over 
1933. Thus far this year we are 
way ahead." 

—Both of these concerns are located 
in the same state, and make the 
same grade of merchandise. 

—Think it over! 


Soneit OTe 


President 





other two broadcast programs. We 
did nothing in the sixth city be- 
cause that was to be our control 
town and we wanted current sales 
there to measure against the cities 
we were testing. At the end of the 
test period, five of the towns showed 
slight losses in volume. But the 
sixth, the control town, showed a 
considerable gain. You can im- 
agine our embarrassment at this 
demonstration of the power of pro- 
motion. 

“It took me six months to run 
down the reason. Then I found it 
--the salesman in the sixth town. 
When he heard of all the money 
being spent and all the retail ad- 
vertising being run in the other 
cities, he felt pretty sore at the folks 
in the home office and decided to 
show the so-and-sos that he could 
put his own territory over alone. 
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So he worked nights, Sundays, 
harder than ever—and he did.” 
The personal equation, so often 
overlooked and neglected, is still 
the strongest selling force there is. 


* * * 


Dn. William Saklad of 41 Winter 
Street, Boston, Mass., who was one 
of the pioneers in the study of foot 
exercising, now presents his famous 
“Rol-A-Foot” — a foot massager 
that looks for all the world like an 
enlarged wooden door knob. He 
says: 

“Only three minutes a day of 
this exercise and you feel like a 
new person for it gives new vigor 
to the muscles and blood stream 
of the foot. The absence of exer- 
cise by certain muscles, blood 
vessels, nerves, etc., develops foot 
aches and pains. Three minutes a 
day with the foot massager puts the 
blood into circulation, increases 
freedom and energy of action.” 


* * * 


More waste leather is being sent 
to the chemical factories in Vir- 
ginia, where chemicals are ex- 
tracted from it, and what’s left is 
made into fertilizer. This ferti- 
lizer is particularly good for cotton 
and some other crops. 

For a while tanners and others 
who trimmed leather had to pay a 
truckman to haul it away. Now 


» pa \e 


they can sell it for cash. More 
fertilizer is needed on farms, and 
waste leather makes a very good 
fertilizer. 

Tanners occasionally speculate 
as to the possibilities of reclaim- 
ing the waste leather in the 350,- 
000,000 pairs of shoes that are dis- 
carded annually. But they see no 
commercial possibilities in it. 


* * * 


Air conditioning experience of 
Feltman & Curme in Phoenix, 
Ariz., where it is not uncommon to 
have an indoor temperature of 100 
degrees Fahrenheit, prompted that 
organization to install a five-ton air 
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conditioning system in their State 
Street store in Chicago. Concealed 
air ducts supply the conditioned air 
in even distribution throughout the 
store. 

The system is so arranged that 
the engineers of the building can 
operate the controls during Sun- 
days and holidays, while the store 
is closed, so that employees and 
patrons will be met with comfort 
conditions when the store opens in 
the morning. 


* * % 


Hep: Danger! Help! A chain 
letter comes to us saying: 

“How are you going to like it, 
from the merchant’s point of view 
to see a young fellow swing up to 
your front porch this Summer, to 
see your daughter or sister and to 
note that he is dressed like this? 


WHADYA THINK THIS 1S —_ A 
THNGere CAMP 9 U 
ee ee 


1 pair sneakers ........ price $ .60 
ae .00 
No garters ee .00 
1 pair of shorts ........ “ 25 
1 pr. cotton slacks ...... “ = 1.25 
No undershirt .00 
1 polo shirt ........... 75 
No necktie s .00 

: .00 
PRON sce 5 Seu aes 50 


$3.45 


“Wouldn’t you and the young 
lady like him better if he came like 
this? 

1 pair sport shoes . .... $3.50 

1 pair socks ....... eee |. 

1 pair garters ........ 50 

1 union suit ......... ioe TREE 

1 collar shirt ............... 1.65 

1 necktie ....... 1.00 
1 summer suit .......... . 15.50 
1 belt ver . 0 
1 hat ... 2.00 


$26.40 


“And couldn’t you pay your sales 
force more money and have lots 
more for yourself, if he came 
dressed the $26.40 way? Why not 
start something in the ‘Old Home 


Town’.” 


* * * 


DoNALD MAXWELL, supervisor 
for the Queen Quality stores in 
Texas, learned from the doctor who 
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performed his recent appendix 
operation that the medics are now 
of the opinion that appendicitis is 
seasonal—rampant in Autumn and 
Spring. 

“I knew that ladies’ shoes were 
seasonal, but not appendix!” said 
the shoe man. 

“Pastel linens are the strong 
fashion forte of our stores now,” 
Mr. Maxwell said in outlining the 
Summer fashion picture for Texas, 
“but they are not volume, and 
there is little indication that they 
will be. We are prepared with a 
few dark linens, but can’t see them 
as strong. Our records at present 
prove that white is as strong as 
always, with the larger per cent of 
sales devoted to white linens. San- 
dals in the cheaper grade, as $1.95, 
are sluggish this year, but the $5.00 
and up sandal types are to the 
fore. We find that it’s to be a flat 
heel Summer, especially for eve- 


ning shoes.” 
* *% *% 


41 
L oW BOYS” is the title wished 


on a new type of shoes to be tried 


Sule 
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"Miss Jones, you have the cutest little toes." 
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for Fall. They’re either low boots, 
or high oxfords, as one may be 
pleased to consider them. Both the 
last and the patterns are new. The 
leathers are according to the style 
chart. 

Some of the button-fastened class. 
That’s something new for this 
period. The buttons are fancy, 
maybe of glass, or of metal or com- 
position, very different from the 
familiar black shoe button. Fancy 
button stays go with them, and also 
some fancy stitching. Some button 
on the side. 


% *% % 


THE American public spent more 
money in retail stores during April 
than they did in the corresponding 
month of any year since 1931. 
While the actual April dollar 
volume gained 15.8 per cent over 
a year ago, the increase, after allow- 
ing for the difference in Easter and 
the number of business days, was 
only 6 per cent according to the 
International Statistical Bureau’s 
figures. 


ry 
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Calling 
of Fall 


THESE eight leading shoe materials will compete for 
the buyer’s attention when he details his shoes this 
Fall. But “compete” is really not the right word, 
because each of them fills a special need, fits a certain 
type of shoe. For a balanced stock, he needs them 
all. His problem is to use each one in the most effec- 
tive way, at the most effective time. 

Reverse calf comes up first, because it is developing 
so fast in importance. The increasing numbers of 
tanners making this leather show that it has made a 
definite place for itself. Season after season it has 
been getting more and more attention, as the heavier, 








This picture, and the one’on the opposite page typify the two 
extremes of fashiontailored and the«formal. The line 
between the two is distinctlydrawn thiss@ason—and shoe 
leathers fall into the same two, clean-cut divisions. 

The photographs, by courtesy of the Velvet 

Guild, show a novelty veWet sports hat 

(pictured above) and a formal 

model, opposite page, worn 

by the famous#Interna- 

tional beauty, Lady 

Abdy. 


sturdier. shoe has grown in acceptance. But it took 
the success of the Peasant shoe to bring reverse calf 
into the spotlight. While its best use continues to be 
in campus types for young customers, women will wear. 
it too this Fall, in sturdy, Peasant-type oxfords, step- 
ins and swagger sandals on low and medium heels, to 
go with tweed coats and woolen dresses. 

Reverse calf is the perfect leather for colored shoes, 
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the Roll... 


Shoe Materials 


because its napped, dull surface makes novelty colors 
less obstrusive. And the novelty colors—green, rust 
and oxblood—are at their smartest in the informal 
types of shoes for which this sturdy leather is used. 
So the retailer will go in early for reverse calf for his 
college and football season shoes. And he will con- 
centrate his promotion of color in this leather. 

Smooth calf is the favorite for the town walking 
shoe. Town walking types, in simple patterns with a 
“custom” look and simple strong details like saddle- 
stitching, are very more important in a Fall stock. 

This is the place for the fashion promotion of the 
bright ruddy browns—swagger and Bourbon, although 
the more conservative chestnut (marrona) browns will 
continue to be volume. Oxblood in calf is a high style 
feature. 

Glove-finished calf, with its rich, soft matt surface, 
offers a new note. This samé finish is also being 

[TURN TO PAGE 76, PLEASE] 





By 
RUTH HARRINGTON 
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am CREPE SOLES 


WHEN the Kids 
Found That They Could 


W itn the most colorful men’s sports season open, 
the West Coast and Southern California in particular 
are selling a scandalous lot of reversed calf, heavy 
crepe sole shoes. 

These shoes fit right into the current vogue of 
tweeds, odd trousers and slacks that men of all ages are 
wearing. Tweeds are very good, so the rough finish 
of the reverse calf fits in to perfection as material for 
a regular he-man shoe. 

It is color and contrast that the men want today. 

Bright colors. Shading contrasts. Striking con- 
trasts. Even staid professional and business men have 
taken to gay clothes and to unusual shoes—that is, for 
them. It is apparent that all preconceived masculine 
shoe color ideas are going by the board this Summer. 

Save for the classic leather sole white bucks, the 
only shoe many of the busy men’s shoe buyers re- 
ordered after this Easter was the reverse calf with 
24 iron crepe sole. The vogue for crepe soles has 
caused many of these buyers to keep a very watchful 
eye on their leather sole sports shoes. All stores under- 
estimated the strength of the call for white, brown and 
gray bucko shoes with crepe soles. 

High school boys, college men, young bank clerks 
are wearing these shoes every day, even to dances. 
These are the young fellows who are in the market 
for new things in shoes with consistent regularity. 

The movie crowd, especially those vacationing at 
Palm Springs, bought scads of these shoes in all colors 
and patterns. The balance of the male population, 
who are usually designated as “business men,” are 
wearing crepe soles with their slacks and odd trousers 
in quantities sufficient to make the selling interesting. 

It has been a long while since one general style such 
as this has had such a general acceptance from such 


a large percentage of men. Price has a great deal 


to do with the way these most informal and comfort- 
able shoes are selling. Stores doing a volume busi- 
ness retail them in the various grades from $5.00 to 
$8.50, with the vast majority being sold between $5.00 
and $6.50. 

Stores are either doing a job on these shoes or sell- 
ing practically none at all. This condition is brought 
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Advance Along the 


Dance In Them— 


The LANDSLIDE STARTED .. 


about entirely by the promotion work done by the 
house. Showing one or two styles in the window, along 
with other shoes, means nothing. It takes a massed 
display to bring in the business. 

To the stores catering to the younger trade, or, in 
the case of Los Angeles, to the movie people, a window- 
ful of these shoes, with some good window cards with 
strong selling talks, will cause real action. 

Portland and Seattle men have been buying the 
reverse calf shoes in good shape all this Spring, even 
during the rainy season. Up there, cinnamon brown 
started good, but now there is a strong drift toward 
the all-white. In Berkeley, the all-white has been the 
best number by far. Sommer & Kaufman and other 
San Francisco retailers’ efforts in promoting these 
shoes are meeting with considerable success. Peters 
Bros. in Oakland are also selling a goodly number. 

Hamilton’s, with men’s shoe stores in Los Angeles, 
Hollywood and San Francisco, report a gratifying 
trade on these nappy leather, heavy crepe sole affairs. 


WESTERN 
FRONT... 


“We have been selling a few of these shoes for several 
years. This year we felt the time was ripe to play 
them strong. While the shoes looked heavy to us, 
they were just what thousands of our younger trade 
wanted,” to quote Alec Hamilton. 

Early this Spring, the heavy buying of the crepe 
soles started all along the Western front. 

The West Coast has given another new men’s shoe 
buying impulse. This is being felt in all parts of the 
country in varying degrees, dependent entirely on the 
individual merchant’s promotion. 

At first there was a feeling on the Coast that the 
demand would ease off during July and August on 
account of the clumsy appearance of the shoes, also 
a fear that the soles might become “tacky” during the 
hot weather. Early Palm Springs experience with the 
shoes proved they could stand hot weather wear better 

[TURN TO PAGE 68, PLEASE | 


Reverse Calf is the Popular Material for Shoes Like These 


a ee a « 
Ra MOORS att 
Reading from left to right 
The most popular pattern in all stores and in all colors, the plain toe Blucher 
Oxford; The Monk Pattern which sells well in both brown and white; the plain toe 
seamless is preferred by the more conservative dresser. 
Slacks in the background are 20 inch bottoms in flannels and tweeds. 


FRANCHOT TONE 
M. G. M., Player 


. M 
~ Re ~ 
‘ ec | 


Shoes and Slacks courtesy Silverwood's, Los Angeles 
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START A SUMMER SANDAL 


A successful southwestern shoe shop goes dramatic— 


W HATEVER the weather at the moment, of this you 
may be assured—hot weather ahead; and maybe the 
hottest year in many. At least it will feel hotter in 
view of the overdrawn Winter. 

The appeal of the great outdoors increases. Sports 
clothes and sports footwear will be universally used. 
Nothing can stop the inevitable interest and sale in 
Summer sports footwear. The time to plan, not only 
the merchandise, but the store as well, is now. 

Our hats are off to the Guarantee Shoe Company of 
San Antonio, Texas, for their “Sandal Shop” on the 
Alamo Plaza. The entrance and the interior of the 
shop are here shown. The pictures reveal in a glance 
what can be done by any merchant in a section of his 
store, given over exclusively to the sale of sandals. 
The use of white and color; and the atmosphere of 
sport, is a tonic to any shoe store in the Summer time. 

It is also a good idea to dress the salespeople in 
lighter-weight and lighter color clothes—not forgetting 
sports shoes. This is one year wherein the months of 
July and August must be made productive of profits 
through the sale of shoes in season and a Sandal Shop 


capturing the spirit of Summer 


Sandal Shoe Shop 
Guarantee Shoe Co. 
San Antonio, Texas 


helps to make repeat sales right up to the first showing 
of Fall and Winter footwear. 

Now is the time to consider air-conditioning as a 
factor of comfort to the customer. When word gets 
round that even on the hottest days your store is cool 
and refreshing, watch the patronage of that store pick 
up; everybody likes to shop in comfort in Summer. 

In considering an air-conditioning system, pick one 
that suits your particular store. Maybe you need a 
system that circulates filtered air of the right tempera- 
ture and humidity. Maybe your cooling system should 
be tied up with your Winter heating system, to give 
you the necessary air-conditioning the year round. 
At any rate, air-conditioning is now a necessary part 
of every merchant’s equipment if he is to do a business 
in the hot season of the year. One thing is universal 
and that’s hot weather in the Summer time. The com- 
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SHOP 


And Stimulate Extra Sales 
In Hot Weather 


fort and convenience of the customer are worthy objec- 
tives that deserve the careful planning of merchants. 

The growth and development of Sandal Shops, from 
their origination in Hollywood, to their glorification in 
practically every center in the country, have been a 
movement in the direction of making the mid-Summer 
months of the year good sale months rather than slow 
business months. Traditions of the trade are hard to 
change but economic necessity is likely to do it this 
year. 

Spring business was disappointing. Early Summer 
business may be most encouraging but the prolongation 
of the Summer is a necessary move if a full quota of 
shoes is to be sold in the next quarter—for the months 
of May, June, July and August represent the sale at 
retail of over 100,000,000 pairs of shoes. 

The Summer season, at best, is a short season. All 
the more reason why intensive, spectacular promotion 
is necessary to get your maximum share of Summer 
shoe business. Somebody in your town will sell a lot 
of sandals this coming season. Will that somebody 
be you? The answer depends, in a very large measure, 
on what sort of a sandal promotion job you do. In- 
stallation of a sandal shop has proved, in the case of 
Guarantee Shoe Co. and other stores, to be one of the 
successful ways of promoting sandal sales. 


Give a summer touch to a section of 
your store. 


Paint the racks in white. Cover the 
chairs in white or colored chintzes. 


Put in a few decorative awnings. 


Dress the clerks in white. Everyone 
should wear white or sport shoes. 


Display extreme types of sandals. 


Carry plenty of sizes on standard 
whites. 


This is one way to increase the number 
of pairs sold in the hot months of the 
year. If they can start it in Texas in 
April, you can do it, wherever you are, 
in June. 


Try a Sandal Shop promotion. 





W HITE shoe displays will play the leading part in 


shoe store windows in the month of June. Already 
whites are being featured prominently throughout the 
country, but in northern sections, the big push starts 
next month. Always the traditional opening of the 
white shoe volume selling season, June promises this 
year to surpass previous records in total of white shoe 
business, the number of white shoe promotions and 
the lavish scale on which these promotions will be 
carried out. 

June weddings and graduations suggest ideas for 
white shoe window displays that have been done over 
and over again, yet never seem to grow old, since it’s 
always possible for clever, resourceful display men 
to give them a new interpretation. White shoes are 
more than ever in the school commencement picture 
and this applies not only to the sweet girl graduate 
but to the boys and high school lads as well. White 
shoes are practically a part of the graduation uniform 
for the boys in the majority of schools this year. 

National Sport Shoe Week will be observed in many 
stores from May 25 to 31, and immediately thereafter 
is a good time to stage a striking white shoe presenta- 
tion, one sufficiently dramatic and comprehensive to 
overshadow any preliminary white shoe window dis- 
plays the store may have featured during the previous 
month. It’s a good idea to make this a mass display 
of whites, showing everything you have in stock and 
excluding everything but whites and white shoe com- 
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WHITE SHOE 


Start Off 


Ray A. Cooper, manager of the 
shoe department, Walker's, Inc., 
Akron, Ohio, used this effective 
window display to feature white 
shoes. The cutout on the back 
panel was the exact duplicate of 
a@ newspaper ad. The niches on 
each side were used to give 
prominence to certain styles. 


NOVEL WINDOW BUILT AROUND POPULAR SONG HIT 


Introduction of the title of a popular song, with the addition 
of a novel background, wherein shoes were used as notes ona bar of 
music, was effectively car- 
ried out recently by Quintin 
J. Cristy, recently ap- 
pointed manager of the 
shoe department of Ware 
Pratt Company in Wor- 
cester, Mass., in the window 
above. Used with permis- 
sion of the copyright own- 
ers. Robbins Music Corp. 
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WINDOWS tor JUNE... 


with a Big Promotion to Command Attention 


binations. The objective behind such a strategy is to 
make the whole town white shoe conscious at the open- 
ing of the big selling season, and thereby impress the 
folks who might not fully have made up their minds to 
buy white shoes. By selling these people we create 
extra business, for in the great majority of instances a 
white shoe purchase is an extra pair. 

Unlike most other classes of shoes that we select from 
time to time for window presentation, whites have a 
universal appeal which nowadays reaches out to men, 
women and children alike. With every shoe store 
launching a general white promotion on an extensive 
scale, simultaneously, the selling power of each and 
every individual window display is materially in- 
creased. 

Just before you launch your intial June white shoe 


At the right is an unusually 
attractive women's shoe dis- 
play featuring sport types 
and peasant shoes, by J. W. 
Robinson Co., Los Angeles. 
Harvey C. Pettit is the 
display manager. 


Padded black sateen 
formed the background for 
the display pictured below, 
used by Ray Dorr, manager 
of Foot Saver Shoes, Inc., 
Columbus, Ohio. The white 
lines are cords held to- 
gether by some five hun- 
dred white buttons. The 
Maypole with three shoe 
platforms revolves 


promotion tell the public your white shoe story in one 
or more carefully planned and attractively laid out 
newspaper advertisements. Since it isn’t practical, as 
a rule, to feature men’s and women’s shoes together in 
the same advertisement, the procedure here will be 
governed largely by the character of the store, whether 
it happens to be a family shoe store, selling all sorts 
of footwear for men, women and children, or a 
specialty store catering to a more limited class of cus- 
tomers. 

After the first general white shoe promotion, win- 
dows may be planned to feature special groups of 
types, materials or patterns. For instance the men’s 
shoe display man can plan a window on ventilated 
shoes, playing up the whites most prominently; another 

[TURN TO PAGE 70, PLEASE] 


Special White Events for June 


June weddings and graduation furnish themes for window 


displays which have been used over and over again but can 


always be given a new interpretation by a resourceful display 


man. Sport activities, the beginning of the vacation season and 


outdoor recreations of Summer suggest ideas for backgrounds 


that will show the use of the shoes and give the vivid touch of life 


and action to white shoe windows. 
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Colossal Capacity for 
‘COBBLER ‘THINKING’ 


THis industry of ours is going to make greater eco- 
nomic progress when we have men come into it who 
have not spent a lifetime in shoes and become clogged 
with its “cobbler” thinking. 

I had an experience the other day on buying a bed- 
room suite of maple furniture. I didn’t like the 


wooden rod across the top of the dressing mirror. I 
thought it looked more like a yoke or a coat hanger, 
and I said to the furniture man, “I’ll buy this suite 
if you will get me a top for the mirror like the one 


on this other model, made by the same house. It is 
the same size, the same color, the same everything, and 
I will pay for the extra piece if you will ask your 
factory to send it on.” 

He said, “Nothing doing. Even though your pur- 
chase represents $168, I couldn’t get the factory to do 
anything out of the ordinary line of production. They 
are not in the part service business.” 

And yet you can go to any shoe store, and the clerk 
will volunteer to make a special pair, if he can’t find 
your shoes in stock. The price of those shoes might 
be anywhere from $3 to $12, and, so help me, the fac- 
tory puts through a special tag, and the whole machinery 
is rearranged to take care of that damned little item. 

Specials and more specials; and if the shoes don’t 
come up to the customer’s expectations, they are shipped 
back to the factory. We had a letter from a dealer 
who had ordered a pair of special silver kid shoes in 
January, on a triple-A width, and he wanted to return 
them in March for a double-A. He raised the roof and 
asked for arbitration service on our part, with the fac- 
tory, and enclosed affidavits of returned letters and 
everything. And the item was less than $5.00. 

Is this a business or is it business? That is the 
question. Some subscribers have been saying, “Why 
do you hammer and hammer on that line—‘If She 
Wears Them, She Should Keep Them.’ There will al- 
ways be returns; there will always be complaints. We 
have got to give the customer everything.” 

Well, the reason why we reiterate on this one little 


By 
ARTHUR D. ANDERSON 
EDITOR—BOOT AND SHOE RECORDER 


irritation to business is because we know that it is 
necessary to start by diverting a brook into the proper 
channel if you eventually hope to make the river go 
in the.right’ direction. 

You can’t make economic progress in this industry 
by getting out in the middle of a big river with a row 
boat and a pair of oars, a microphone and a Huey 
Long voice. You've got to start back at the very source 
of the trouble and work like the dickens to correct 
economic waste at that point. 

One symbol of economic waste that is ever present 
is the practice of making sales that are not final. A 
sale and a service over the fitting stool must be made 
with greater care and greater accuracy so that the pub- 
lic can get a true appreciation of the shoe and its 
fitting. What folly it is to make only half a sale. 

What can we learn from other industries that will 
help us make the sale of shoes more useful and less 
wasteful? Well, if a furniture man won’t make a 
change on an item representing $168, why should a 
shoeman go as far as he does on an item that represents 
a commercial transaction of less than $10? 

This may seem like a lot of steam and pother over 
an incident in business, but it is an irritation that goes 
right back to the grass roots of the major problem of 
the industry. The American public has got to be 
taught an appreciation of special service, for there is 
a loss to every store in every transaction that carries 
with it “improper returns,” “unnecessary specials” and 
all of the itches and irritations that come about through 
indefinite transactions. 

This industry of ours has a colossal capacity for 
magnifying trifles at the point of sale. It is time we 
grew up and became commercially a business. 
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EXTRA 
WEAR 


TO SELL 
MORE SHOES 


Do" fool yourself — economy is still the watchword 
with most shoe buyers today. 


People now—more than ever—want shoes that last longer. 
And they’ve learned to figure shoe economy by the 
length of extra wear in a sole. 


So why not talk and feature the maximum of extra sole 
wear to these thrift-minded customers? 


Let them know that your shoes have Goodyear Wingfoot 
Soles — tell them that no sole has ever been built that 
will last longer! 


Use the extra wear in the sure-footed, comfortable, water- 

proof Wingfoots — the fastest-selling soles in America — 

to boost your sales. America’s 
Fastest- Selling 


WINGFOOT SOLES and HEELS Sole 


THE GREATEST NAME IN RUBBER 


When writing advertisers please mention Boot and Shoe Recorder 
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porvncsnnnang 1 WANT A SHOE 


Our inquisitive. reporter asked many Misses : . 
and Women what hind of shoes they like . 
best—and their answers form a very inter- 


esting series, 


1 West 4 Shee Usine the idea of an inquisitive reporter 

that will Support asking questions of customers, B. Forman 7 ie il 
My Arch Company of Rochester, N. Y., ran a series werd ian = we beret seh re 
rae _~ of ads of which twelve are here shown. rvmen wt id a sar hy ike bestand 
“l Want ae Above you see the size, shape and text 
of a typical ad and in the two long panels 


you see the caption tops, as used on simi- 
Shoes That Can = lar ads. A typical heading reads: “Our Shoe That 


be Repaired P inquisitive reporter asked many misses 
— Will Relieve 





and women what kind of a shoe they liked 
best and their answers form a very inter- 
“I'd Like a Shoe esting series.” 
That W/ill do as Much The test of the series was the number 
Heel of customers who came in and started “| W ant a 
for My Heels as their conversation with “I want a shoe, Flexible Sh 
My Corset Does etc.” The promotion is all the more in- ext fe oe 
for- My Hips” teresting because the shoes covered the pe ener 
regular lines carried in the shoe depart- eam? *. 
ment. It was not linked up with any oonmg, +e 


“ W ant a & nationally advertised lines. ww 

Shoe That I I'd wii ad 

Can Buy a **I-Want-A-Shoe”’ Series - No. 1 Have a lair o 

Acain!” ess rage a eta Shoes in Which 
aaa : answers form a very interesting series. | Codd Enjoy 


ge | Want a fi’ Long Walks” 


“% 4 


Comfortable Shoe that | TD Want ‘a 


W on't Look Like a oe 
a Comfort Shoe’ hs va c1,” 


ac WwW . Our Formold Shoes were born in a fashion sgeegien''I-Want-A-Shoe” Series - No. 12eagtugtagy 
ant a te: store, and so it just wouldn’t be possible for 
‘ by Our inquisitive reporter asked many misses and 
L, | ti them to start without beauty. If you ask women what kind of shoes they like best—ond 
Shoe that ’ anyone who.wears them you will be informed their answers form @ very interesting series. 


that Formolds are more comfortable than any 
Can Wear | shoes she has ever worn because of these two | W ant a 


hidden features: 


Right eee an (1) Formiolds are made over what we Shoe That 


m the ™ think is the world’s best “walking. 


a pols ae Won't Pee 


Store’ (2) Forniolds have a special, plastic 
inner sole upon which each of your h cae 
You will discover, with pleasure, that our Fore feet will quickly create its own impres- nyw ere 


mold ‘Shoes are comfortable from the moment sion 

ro . They Jong and painful i 

v * = them on Ras — sy? ong an - Some shoes, we found by asking questions, > 

“breaking in,” because of. their unique plastic a eer : painfully into the flesh at the front of the insfep. 
Consequently a revelation is ahead of those Gis ck Wie Masks Oulkece. cxevan tho ions, 


inner-soles—upon which each of your feet will 
soon create its own individual, comfortable who have not yet been shod in Formolds. 
; But our Formold Shoes do uot press anywhere 


impression. } ; H 7 ) 

p Theirs is the discovery that, in Formolds, ~ = homme tee oueaet. ‘Wiee to (1) hoes 
fashionable shoes have become more comfort- of the special Formold last which allows plenty 
of room for every bone and muscle; (2) because 
of the Formold plastic ‘inner soles upon which 
your feet create their own individual, comfort- 
able moulds; and (3) because of the expert way 
in which we shall fit your Formolds to your feet. 


Foot Fatigue’ 


pes 


-And Formolds are styled so smartly that com- 
fort isn’t the only inducement for.wéaring them : able, and comfortable shoes have become more 
right out. of our Shoe Shop. In Formolds, fashionab} : 
fashionable shoes have been made miore com- asaionanie. 
fortable, and comfortable shocs have been made . 
anecag ad rely Formolds are a comfort to your pocketbook, 

— too, for they are most moderately priced at 

. Formolds are a comfort to your pocketbook, $8.75 and $10.50. And Formolds won't press on your pocketbook, 

too, for they are most moderately priced at $8.75 either, as they cost but $8.75 and $10.50 a pair. 


and $10.50. B F 
BFORMAN © FORMAN ©. B.FORMAN @: 
i” “FOREMOST FOR FEMININE FASHIONS” “FOREMOST FOR FEMININE FASHIONS” 


“FOREMOST FOR FEMININE FASHIONS” 
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ES ROPShoe 


WINTHROP SALESMEN ARE NOW 
IN THEIR TERRITORIES WITH A 
GREATLY ENLARGED LINE FOR FALL 
AND WINTER. 


Every shoe in the line is made over an exclusive Pedicentric 


last, thus solving your fitting problems. 


Other new features with a definite sales appeal, quality 
materials, expert shoe-making, fast In-Stock Service and a 
liberal mark-up make the Waeaag yr a profitable 


—— 


one for the dealer. 


Write or wire if you wish to see the line before the regular 


trip brings our salesman to your store. 


* 


WINTHROP SHOE COMPANY 


DIVISION OF INTERNATIONAL SHOE CO. 


1509 WASHINGTON AVE., ST. LOUIS, MO. 


When writing advertisers please mention Boot and Shoe Recorder 








Illustrations show three views of the new English Shoe 
Department of Frank Brothers, Fifth Avenue, New York 


To cover the field of women’s walking shoes, Arthur 
Livers, general manager of Frank Brothers, New York, 
creates a new department in the famous old store on 
Fifth Avenue—the only building exclusively devoted to 
fine shoes in the city of New York. 

The English Shoe Department on the fourth floor is 
shown in these views. The stock of shoes is carried 
behind a varicolored glass partition. The centerpiece 
of the room is an old English fireplace. Tea is served 
at four o’clock daily. 

The department features exclusively walking-type 
shoes for street or sport. The stock at present consists 
of American-made shoes. 

The theory back of the department has proved most 
successful, i.e., to segregate all walking-type shoes 
from the other stocks carried on the other floors. The 
customer comes in from the elevator and is shown the 
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THE 
ENGLISH 


Shoe Department 


FRANK BROTHERS 
Fifth Avenue 
New York 


collection of shoes—six pairs of street and walking- 
type shoes in her size. Because the department is con- 
fined to welt-construction footwear, her fitting is ex- 
pedited. The salesman then takes the customer to the 
evening and high fashion stock on the ground floor 
and afternoon stock on the mezzanine. This separation 
of stocks conveys the feeling of separate shops under 
one roof and has resulted in increasing the number of 
pairs sold per customer. 

The room is finished in antique oak, together with 
tapestries and the general effect of the room is to in- 
crease an appreciation for service types of footwear. 
The front windows, overlooking Fifth Avenue, have 
been concealed by the glass partition with its squares 
in opaque coloring so the room seems removed from 


the speed and action of Fifth Avenue traffic. The cus- 
tomer feels the quiet relaxation of a beautiful room that 
is not evidently commercial. The maid may bring 
cigarettes and tea, and service to the customer is trans- 
acted with all the dignity of high selection. 





OLONIAL TANNING COMPANY 


congralu lakes 


on lt ‘i. successful 
launching of the VMLew 


by 


SLENDERIZED ARCH PRESERVER 


and is justifiably proud that such an 
outstanding manufacturer relies on 


to maintain his world-wide reputation 
for high quality footwear. 


Colonial Black Patent and Colonial 
Colored Patent is used wherever quality 
and color authenticity are the para- 
mount considerations. 
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A VICTORY 


FOR 


RETAIL DISTRIBUTRORM 


THE Federal Emergency Relief Ad- 
ministration in Ohio has evolved a 
method of distribution of shoes to 
people on relief, that might well be 
duplicated in every county in the land. 
We print the complete instructions for 
the distribution of shoes, as developed 
by the Lucas County Relief Adminis- 
tration, Toledo: 


“Beginning April 16, shoes for relief 
clients in Lucas County will be distrib- 
uted through retail shoe dealers. 

“The district order clerks shall re- 
quisition shoes on the universal requi- 
sition form (or such other form as may 
supplant it in the future). Requisitions 
should give all necessary information 
as to the client’s name, address, case 
number, type of shoe and approximate 
size. The requisition shall be sent di- 
rectly to the clothing order depart- 
ment, 40 So. Erie Street, Toledo, Ohio. 

“Upon receiving the requisition, the 
clothing order department shall set up 
the relief supply order (Form 729) 
using a separate order for each pair of 
shoes. In preparing this form, the 
words ‘Any N.R.A. Dealer in Lucas 
County’ shall be typed in and the word 
‘Authorized’ struck out. The original 
(green) shall be returned to the dis- 
trict order clerk for delivery to the 
client. The blue copy shall be sent to 
the central posting file for entry on the 
759 cards and thence to the district or- 
der clerks for entry on the client’s 
record of relief and filing. The yellow 
copy shall be sent at once to the au- 
diting department for encumbrance af- 
ter which it will be returned and be 
placed in a suspense file in the cloth- 
ing order department and will be used 
to check the vendor’s invoices and filled 
(green) orders when they are sent in 
for payment. The copies of the order 
must check in every detail and any al- 
teration found to have been made will 
make it necessary to delay the voucher- 
ing of the vendor’s invoice until the 
case has been investigated and cor- 
rected. 

“The client will present his copy of 
the order to any shoe dealer in Lucas 
County who is in compliance with the 
N.R.A. The dealer will fit the client 
with shoes of the type called for on the 
order and obtain the client’s signature 
in ink or indelible pencil where desig- 
nated on the green copy. It must be 
borne in mind that the present situa- 
tion is an emergency and that it is not 
the scope of relief to furnish ‘fancy’ 
shoes. No emergency relief orders are 
subject to the general sales tax. The 
shoe merchant shall invoice the L.C. 
R.A. for all orders filled by him over 





Unper this plan, relief shoes will 
be distributed through retail shoe 
stores in Lucas County. Our 
County Relief Administrator has 
been very fair to people on relief 
and to the shoe dealers of this dis- 
trict. Every merchant can qualify 
by giving qood shoes, as required 
by the Administrator. The public 
will benefit, as orders are issued in 
blank, which qives the relief cus- 
tomer the right to pick his own 
store and to select shoes best 
suited to his or her need. 


This plan is far more democratic 
than the prior warehouse plan, 
which gave the customer no choice 
and limited the amount of fitting 
service and attention so necessary. 

The Toledo Shoe Dealers Asso- 
ciation welcomes this plan as an 
opportunity to again serve former 
customers and to take care of their 
shoe needs until such time as they 
are again able to purchase out- 
right. 


Under this plan there are no 
favored supply centers, as the cus- 
tomer can buy the same as cash 
customers—as the orders are 
recognized as cash in all stores. 


R. C. KLOCK, President 
Toledo Shoe Dealers Association, 


"FOLEDO |— 


Second of a series of articles dealing with 

relief shoe distribution and the experience of 

various communities. Distribution plans 

adopted in Buffalo, N. Y., and Camden, N. J., 
will be described in an early issue. 


a period of half a month, listing each 
order by number and price and send it 
to the clothing order department, 40 So. 
Erie Street, where it will be checked 
and forwarded to the auditing depart- 
ment for vouchering. 

“The following specifications show 
the types of shoes which will be issued 
and the prices agreed on by the local 
merchants. These specifications are set 
up to establish a quality and style and 
are not to be taken in such a way as 
to exclude shoes of equal serviceability 
and style. In cases where, for physical 
or other true reasons, it is necessary to 
have shoes of types other than listed, 
this fact shall be clearly stated on the 
universal requisition so that a price 
can be determined by the purchasing 
department and the information set 
upon the relief supply order. In case 
the vendor finds in fitting the client 
that it will be necessary to furnish a 
larger size shoe which will change the 
type to a higher price, the order must 
not be filled and it will be necessary 
for the client to obtain a new order in 
the regular manner, the old order to 
be turned in for cancelation. All voided 
orders which have been encumbered 
and entered on the 759 file shall be sent 
to the auditing department and central 
posting file so that the records can be 
cleared.” 


SHOE SPECIFICATION 


The following specifications will show 
the kind of shoe called for by the type 
number on the relief supply order and 
the price of each pair: Price. 

per pair 
Type A. Men’s Oxfords—Gun- 
metal, tip, McKay sewed, com- 
position or leather insole and 
counter, composition out sole, 

half or full rubber heel. Sizes 

6 to 11 
Type B. Boys’ Oxfords—Black 

re-tan or elk, tip, Blucher lace 

oxford, leather or composition 

insole and counter, composi- 

tion out sole nailed, leather 

welt, rubber heel. Sizes 1 to 6 
Type C. Youth’s Oxfords—Black 

re-tan or elk, tip, Blucher lace 

shoe, leather or composition 

insole and counter, composi- 

tion out sole nailed. Leather 

welt, rubber heel. Sizes 11 


Black or re-tan or elk, tip, 
Blucher lace shoe, leather in- 
sole and counter, composition 
out sole nailed, leather welt, 

rubber heel 
Type E. Men’s work shoe—Black 
re-tan or elk, tip, Blucher lace 
[TURN TO PAGE 70, PLEASE] 
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IN FOUR QUALITY 


«+ AND’ A PROFIT-MAKING MER- 
CHANDISING PLAN FOR YOU, 
BACKED BY A RADIO AND MAGA- 
ZINE PROGRAM THAT SURPASSES 
SELBY’S SUCCESSFUL RETAIL 
PROMOTION THIS SPRING. 


See Following Pages for Details 


LINES 


























NEWS FLASH! ponsmoun, onic 


May 15, 1935. Reproduced on these pages are a few 
statements from wires and letters just received from 
hundreds of Selby dealers. They were asked for their 
sales increases from February 15 to April 30, 1935 
(which was the duration of the Selby radio broadcasi 
and contest), compared with the same period last 
year. Here is emphatic proof of the tremendous mo- 
mentum given Slenderized Arch Preserver sales by 
Selby’s spring promotion. 


DEALERS—LARGE OR SMALL—NORTH, SOUTH, 
EAST OR WEST—THE STORY IS THE SAME 


Wn. FILENeE’s Sons Co., Boston, Mass. 
“Pair increase 44%. Dollar increase 33%.” 


FREDERICK LogEsER & Co., INc., BROOKLYN, N. Y. 
“Increase on Arch Preserver Shoes 20% during radio 
campaign.” 

SHEANS SHOPPE, WORCESTER, MAss. 

“Pairs gain 42%, Money gain 33%.” 


Wma. Haun & Co., WasuincrTon, D. C. 


“ Arch Preserver increase for period 23%.” 


MitLeR & RHoADs, RicHMonpD, VA. 
“Our pair increase on radio contest was 31%.” 


BurRDINE Bootery Co., M1amti, FLA. 
“ Arch Preserver sales increase pairs 67%. Dollars increase 
65% during period broadcast.” 


Maas Bootery Co., TAMPA, FLA. 
“Approximately 60% increase pairs and dollars.” 


THE PipGeEon’s STORE, RocHEsTER, N. Y. 
“Show volume increase of 50% for Selby lines to April 30. 
Better than 1,000 new customers since opening our new 
location.” 


Park-BRANNOCK Co., Syracuse, N. Y. 
“Pair increase 39%. Dollar increase same period 37%.” 


LovEMAN, BERGER & TEITLEBAUM, NASHVILLE, TENN. 
“Percentage increase pairs 31.4%. Dollar increase 32.2%. 
National broadcast best in Nashville.” 


A N D N O W 








C. A. VERNER Co., PittspuRGH, PA. 
“Pairage increase 24%. Dollar increase 19%,” 


M. O’NeE1L Co., AKron, OHIO 
“Percentage of increase about 55% in dollars. Results of 
last four weeks phenomenal. Customers’ interest held 
throughout entire broadcast period. Our Selby stock on 
hand lowest in years. Congratulations certainly in order.” 


Tur Strouss-H1RSHBERG Co., YOUNGSTOWN, OHIO 
“More than double last year dollar volume.” 


R. H. Fyre & Co., Inc., DETROIT, Micu. 
“Increase both pairs and dollars 26%.” 


Arc PRESERVER Co., CLEVELAND, OHIO 
“40% increase in pairs.” 


Davison-PAXON Co., ATLANTA, GA. 
“Pairage increase 25%. Dollars 20%.” 


MARSHALL FieLp & Co., Cuicaco, ILt. 
“ Arch Preserver volume increase over period 15%.” 


St1x-BAER & FULLER Co., St. Louis, Mo. 
“Estimated increase Arch Preserver Shoes 30% for period.” 


B. LowENSTEIN & Bros., INc., MEMPHIS, TENN. 
“Estimate 35 to 40% pairage increase. Dollar volume in- 
crease proportionate.” 


Cart M. STENDAL, MINNEAPOLIS, MINN. 
“Increase pairs 58%. Dollars 56%.” 


Emporium MERCANTILE Co., INc., St. PauL, MINN. 
“25% increase in Arch Preserver sales February 15 to April 
30 compared with same period year ago.” 


Macer’s, Inc., LiIncoLtn, NEB. 
“Dollar increase 34%. Pairage 44%. Program and contest 
the direct cause of increase. Let’s have more in fall.” 


- Tue Joun BraitscuH SHOE Co., WicuiTa, Kans. 
“30% increase pairs. 33% increase dollars.” 


VoLK Bros. Co., Datias, TExas 
“Gain pairs 14%, Dollars gain slightly less than that. This 
compares with slight loss on regular higher priced lines 
during same period.” 


Burrum’s, Inc., Lone Beacu, CALIF. 
“Percentage gain February 15 to April 30, 55%. Many new 
customers.” 


FOR NEXT FALL 











HISTORY-MAKING SALES FACTS 
are reported by 78% of Selby dealers 







1. Has your sales increase been in the 55% Yes 
, slenderized types? 
newer, younger, slenderized types 12% Equally 
% 





2. Have you noticed that younger women 


are buying Arch Preservers? 59% Yes ‘| 





3. Have you had any sales success mailing 
contest entry blanks? 60% Yes 






4, Have you used window displays tying ” 
up with contest? 98% Yes 


5. Did you run newspaper tie-up ads? 93% Yes 







6. Were results from your newspaper ad- 
ad ° 9 60 & Y 
vertising satisfactory 7 6 Yes 






7. Is radio program featuring Mrs. Roose- 
velt the type that appeals to women who 


normally buy Arch Preservers? 77% Yes 






8. Are you getting publicity in local 
papers? 51% Yes 












SELBY ANNOUNCES 
FOR FALL 
PROMOTION PLANS 
BUILT UPON THIS SAME 
_/ SUCCESS FORMULA. 
ye s 
oe SHOE COMPANY, porTSMOv® 




















































AGAIN 


SELBY MAINTAINS LEADERSHIP 

WITH ANOTHER SPECTACULAR, 

SALES-PRODUCING, NATION-WIDE 
MAGAZINE AND 


Ete ancenen 
Lr Fl 


Featuring 


Shenderiged ARCH PRESERVERS 


TRU-POISE e STYL-EEZ 


Selby’s fall merchandising plan is without doubt the 
greatest ever devised for selling shoes at retail. Based 
upon the Selby success formula, which was the sen- 
sation of the shoe industry this spring, this new fall 
plan should shatter all previous Selby retail sales 
records and establish new precedents in retail shoe 
profits. 

The “swing is to Selby” with spectacular and com- 
plete merchandising plans for franchised Selby 
dealers this fall. 

Complete details on Selby’s new fall radio pro- 
gram, with its distinguished personnel and its new 
merchandising plans, will be announced soon. 





HOW DEALERS ARE PROFITING FROM 
SELBY’S MERCHANDISING PLANS 


1 Selby is Winning Young Women’s Market. Selby dealers. 
are selling the 14,000,000 younger women between 
the ages of 25 and 39, in rapidly increasing numbers. 


2 Local Publicity. Over half of Selby dealers reported 
receiving publicity in their local newspapers this 
spring. This same service is offered again this fall. 


3 Genuine Consumer Demand. This spring, thousands 
upon thousands of women walked into Selby deal- 
ers’ stores from coast to coast and said, “I want to 
see the new Selby shoes.” 


4 Localization of National Advertising. A radio program 
with local tie-in announcements, featuring stores 
where Selby shoes may be purchased. 


5 Impressive Sales Increases. Of 78% of all Selby 
dealers reporting, sales increases averaging 31% 
were shown. 


6 Selby Modern Merchandising and Promotion Plans. “If 
it will sell shoes, Selby will have it for you.” 


7 Better Net Profit. Concentrate on the lines that make 
satisfied repeat customers—that give you better than 
average mark-up—that show you better than aver- 
age net profit—that attract the kind of new custom- 
ers you want. 


8 Retail Advertising. Fall retail advertising submitted 
by Selby to its dealers is the selection of a retail 
copy jury consisting of a number of America’s most 
successful department store and shoe advertising 
managers. These experts are cooperating with Selby 


to make retail shoe advertising more appealing to 
the consumer and more profitable to the dealer. 


9 Advisory Service. There is no mystery behind the 
success of Selby dealers. They are operating under 
tried and tested plans. If you are not securing the 
volume and profit to which you feel you are entitled 
we suggest you ask for the services of the Selby Ad- 
visory Staff. They are qualified experts, specializing 
in management, finance, inventory, advertising, 
sales promotion, publicity, window display, store 
remodeling and fitting technique. The recommen- 
dations of this staff are based upon constant consulta- 
tion with accepted authorities and analysts in retail 
selling and store management.To avail yourself of this 
service, telephone, telegraph or write to A. H.TePas, 


The Selby Shoe Company, Portsmouth, Ohio. 


SEE FOLLOWING PAGES 
FOR THE SPOTLIGHT 
“STYLES IN EACH OF 
SELBY’S FOUR LINES 
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The height of shoe smartness — 
the new Slenderized Arch Pre- 
server Spotlight Styles! You have 
never seen lovelier, daintier shoes 
than these—with their new slen- 
der lines, original details, and 
beautiful materials. Every foot- 
wear fashion for which smart wo- 
men will be asking is included in 
this selection. Without question 
they will set the pace for fashion- 
able feet this fall. 


TO RETAIL AT 


$Q00 $1 (°° $1950 





EXCLUSIVE SLENDERIZED 
ARCH PRESERVER FEATURES 
td 
Featherweight Selby Arcu BrinGE, 
which gives scientific support to 

the weight-bearing outer arch. 


Special INNERSOLE, which pro- 
vides a flat treadbase for the foot. 


METATARSAL MAINTAINER of 
sponge rubber, which gives rest- 
ful support to transverse arch. 





“WEEPS THE FOOT WELL” 






@ In an effort to assist Selby dealers 
in concentrating on volume sellers, 
we asked a group of America’s lead- 
ing fashion authorities and represen- 
tative retailers to consult with us on 
our fall line. They selected the six 
shoes shown on this page and ac- 
claimed them the Spotlight Styles 
for fall, 1935. 

Believing that Selby dealers will 
welcome the Spotlight Styles as a focal 
point for commanding consumer at- 
tention and interest, The Selby Shoe 
Company is inaugurating a vigorous 
fall advertising and merchandising 
campaign featuring these headliners. 


Consumer interest in these selected 
Slenderized Arch Preservers will, in 
turn, influence and increase sales on 
your entire Arch Preserver line. 

A striking local tie-up plan will be 
furnished every Selby dealer to en- 
able him to gain direct benefits from 
this dramatic presentation of the 
Spotlight Styles. An adequate In- 
Stock service will be maintained to 
insure immediate shipments at all 
times. These Spotlight Styles offer the 
key to greater fall volume. 
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4 1 The RH 


 2.The DUNDEE (2673-B) aphbiogny dith calf 
ee 3. The DORO (2710) faitle with silver kid... 
~The DRESDEN (2668-0) suede with patente” 
5. The MARISE (2664-8) gabardine with patent 
6. The piece (2682-B) swede wth hia 


@ We present here the Tru-Poise 
Spotlight Six—six glorious styles des- 
tined for an overwhelming success 
this fall—the verdict of leading fash- 
ion authorities and representative 
retailers. 

Tru-Poise dealers will be pleased 
to learn that an outstanding advertis- 
ing and merchandising plan, based on 
the tested results of the Selby spring 
campaign, will carry the Tru-Poise 
story to the women of America. 


We urge you to give special atten- 
tion to the Tru-Poise Spotlight Six. 
They are the predicted volume ¢ell- 
ers for fall, and will be the entering 
wedge for new and greater Tru-Poise 
sales in your community. 

Copy for special local tie-in adver- 
tising of an unusual character will be 
supplied. Ask your Selby sales repre- 
sentative for the complete story—it is 
the big news in style shoes. 

An adequate In-Stock service will 
be maintained to insure immediate 
shipments at all times. 





TO RETAIL AT 


$950 








Never before has Tru-Poise 
created such exquisite shoes as 
these. They’re designed with a 
flair for fashion that sets them 
apart from the crowd — and their 
styles are pronounced authentic 
by foremost footwear stylists. 
They’re light, graceful, youthful, 
and distinguished by their ele- 
gance and refinement of motif. 
They are truly representative of 
the entire Tru-Poise line. 


Guldi 


A Selbi by aie 


TRU-POISE EXCLUSIVE FEATURES 


3 
TuRNs made right side out. All 
the flexibility and lightness with 
none of the objectionable 
features. 


Crapb_E HEEL Seat which tends 
to keep the ankle from rotating 
and the foot from sliding forward. 


Firm INTEGRAL SHANK which 
cannot loosen nor shift. No inseam 
ridges to mar the smooth lining. 





TO RETAIL AT 


$6°0 





1. h hares (858-B) oni 
"2. The WILNEY. (968-8) kid with patent \ 
< 3. The COLBY (9348) suede with patent = 
-=-4. The SIMONE (945-8) suede with patent 
5. The CHRADA (932-8) gabardine with kid 














Wait until your customers see the 
Styl-Eez Spotlight Styles! As 
youthfully designed and brilliant- 
ly styled as it’s possible for shoes 
to be—and with every footwear 
fashion of importance dramatized 
to glorify the foot. The new lines, 
correct colors, important mate- 
rials are all represented in the 
Spotlight Styles. You can’t afford 
to be without them. 


byl-cez 


A SELBY SHOE 






















EXCLUSIVE STYL-EEZ FEATURES 
° 

Rou_eD INNERSOLE which sup- 

ports the inner arch and prevents 

awkward rotation of the ankles. 


SuPPORTING SHANK, long and 
strong, for the longitudinal arch, 
which requires extra support. 

Sponce Russer Pap for the 
metatarsal arch — providing a 
restful cushion at this vital point. 





6. The HIYA (921-C) gabardine with kid 


@ Styl-Eez, the shoe that has taken 
America by storm with its youthful 
appeal, authentic fashion, true fit and 
fine quality, makes three announce- 
ments of vital importance: 

1. From a vast line of Styl-Eez shoes 
that were created to glorify the feminine 
foot, these six styles were selected as the 
big six sellers for fall by: a fashion and 
retail jury. 

2. A new line of Styl-Eez welts made 
by the country’s leading manufacturer of 
welt shoes. Entirely new lasts, entirely 
new patterns—divided into two classifi- 
cations: Tailored Welts of the Conserva- 
tive type for street and dress wear; Sport 
Welts of the youthful swagger type for 
town and country. 

3. The Spotlight Six, as the featured 
shoes of the Styl-Eez line, will be backed 
intensively this fall by an outstanding 
radio and magazine campaign. Styl-Eez 
will win thousands of new wearers and 
create in turn increased profits and sales 
for Styl-Eez dealers. Selby’s spring ad- 
vertising promotion is now the talk of 
the entire shoe industry. Selby’s fall ad- 
vertising promotion has been planned to 
repeat this performance with Styl-Eez as 
a featured star. 

In-Stock service provided to meet 


your unexpected requirements. 
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@ The Selby Shoe Company enters a 
new price field with Aristocraft shoes 
—a smart, high grade, fast moving line 
of tailored and active sport welt types. 
After months of extensive research, 
this complete new line of shoes has 
been designed—new lasts have been 
adopted — models have been actively 
tested for fitting and wearing qualities 
before being approved. 

One of the outstanding points of 
merit in Aristocraft shoes is their un- 
usual flexibility. Styles cover com- 
pletely the most authentic fall foot- 
wear fashions. Aristocrafts are priced 
to retail at $7.50, with an average 
mark-up of 43%. An adequate stock 
department is prepared to serve you 
promptly and efficiently. Aristocraft 
shoes are profitable shoes—see them 


before you buy any tailored or sport 


lypes. 





TO RETAIL 





AT 


















Aristocrafts are glorified sport shoes—designed to flatter 






the foot and harmonize with autumn’s smartest about-town 






costumes. Striking color combinations, the important peas- 





ant trend, charming and original details, all play an impor- 






tant part in making Aristocrafts distinctive. The Spotlight 






Styles, chosen by foremost fashion and shoe authorities, 






indicate effectively the smartness and character of the 






entire Aristocraft line. 






ristocratt 


FASHION=WELT 
A SELBY SHOE 
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> LEATHER by BYRON < 


Williamsport on the Potomac 












ORD 
SPRINGS 


BEDE 


ees 





EPENNSYLVANIAS 














HIDES from the fat cattle of the valleys 


PLUS 


GENUINE OAK BARK from the mountains 


MAKE 


FLEXIBLE OAK TANNED INNERSOLES 


e SELBY SHOES e 


Tanned — Cut — Selected — Shipped — Under 
PRIVATE RESIDENT OWNERSHIP MANAGEMENT 


—Visitors Welcome— 


W.D. BYRON & SONS OF MARYLAND, INC. 


Hanover, Pa. Williamsport on the Potomac 100 Gold St., New York City 











When writing advertisers please mention Boot and Shoe Recorder 
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CHARTING FASHION 


By 
RUTH HARRINGTON 


This drawing illustrates some 

of the outstanding develop- 

ments in the Selby Fall line, 

as compared with this Spring. 

It shows graphically how 

fashion evolves from season 
to season. 


O make a success of fashion merchandising, you need 
two kinds of talent . . . the creative kind and the scien- 
tific kind. You need the artist who can evolve new 
and exciting ideas and designs. You need the analyst 
who studies trends, relates facts and puts fashion in a 
test tube! 

You have only to look at the Selby line to see that 
the artist has played his important part in its making. 
But you have to get behind the scenes to see the labora- 
tory side of the picture, the careful research that has 
gone into building that line. 

We have had glimpses of the Selby “laboratory” 
from time to time when we have been called in on their 
fashion meetings. But the other day, we heard the 
whole story from William F. Hooley, manager of the 
Tru-Poise and Styl-Eez division. How does it work, 
step by step? How have they managed to take so much 
of the guesswork out of styling? It’s not an easy 
method, or an inexpensive one. But when shoes run 
into millions of pairs, it pays to do your thinking and 
testing in advance. And the smart manufacturer, big 
or little, is the one who has headaches before the line 
is sold, instead of heartaches afterwards! 

Turn back the calendar to January, and you find 
Selby beginning to build its current Fall line. 

The first move is a complete breakdown of sales to 
date, as an index for the future. 

On the side wall of a whole big room in the factory 
is a giant chart. Posted here is the case history of 
every shoe that goes out of Portsmouth. Every 10 
days its sales record is charted. And every 10 days, 
too, the line is broken down and analyzed by types, 
lasts, heel heights, colors and materials. 


Volume walking shoe 
heels grow broader at 
the base influenced by 
the vogue for flats. The 
dotted lines above show 
Spring silhouettes; the 
plain outlines show the 
Fall heels. 


And so last January, when the Style Committee be- 
gan to plan, they had before them the analysis of 
Spring season selling up to date and also the com- 
plete figures for the Fall season of a year ago. 

Here the headaches begin. These figures are hashed 
and rehashed. 

Are straps coming up? If so, what kind of straps? 
Are heels coming down? If so, how far down? Such 
and such a model is dropping off. Why? And so on, 
and so on, far into many days and nights! 

A preliminary plan for the coming season is made 
on the basis of these figures and findings. Then the 
Selby style staff take a deep breath, get on the train 
and come to New York. 

Manhattan is their “Isle of Inspiration.” 
where they look for new developments, still too new 
to be reflected in their own sales figures. The study of 
their own business has given them a picture of gradual 
style evolution. They look to New York for the revolu- 
tion that might upset the whole applecart were they 
unprepared. Fashion always faces two ways—back- 
New York helps them project 


Here is 


wards and forwards. 
into the future. 

All the shoe and leather stylists and the editors of 
the fashion magazines know what the Selby Style 


Clinics mean. Held twice a year before each major 
season, they go on, with dozens ifferent interviews, 
for two or three days. Every subject tha e 


any possible bearing on shoes comes up for discussion. 
Costume fashions are analyzed just as thoroughly as 
shoe developments. If skirts are getting shorter, what 
will be the effect on vamp lines? If fabrics are 
smoother, how will that influence leathers? 





BOOT AND SHOE RECORDER, May 25, 


CHANGE 


Above—A plain vamp shoe is the 
leader in this five-eyelet model this 
Spring. For Fall this same type 
will show a stitched treatment. 


The trend in lasts is toward 

fuller toes and shorter coup- 

ling. Again dotted lines show 

last Spring's popular last. The 

plain lines a new last for Fall 

with this different distribution 
of the wood. 


ee 


In the Circles Tonque ¢ffects ~~ 
will be important to give the Y 


high cut suggestion and be- \ 
cause of the in | 


Peasant " 
a ws , 
increasing in accg ce. The broad stra which 
has been developing over several seasons, will 
now be prominently featured. A new spooled 
shape heel designed to meet the demand for 
lower—and more one heels in dress 
shoes. 


L 


1935 


How the Selby Company applies 
laboratory methods to the styling 
of Shoes....... 


Every night the Selby staff sits down and analyzes 

he day’s results, gets a consensus of opinion, compares 

s new findings with past performance, as shown by 
ilown gures. 

back to Portsmouth—and the pattern depart- 

ts busy. Meanwhile, the leather market is 

opped for new materials . . . and that means 

In pull-over form the line is 


of the country. And these dealers, their best 
are also their severest critics! Some patterns 


[TURN TO PAGE 54, PLEASE] 
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aLpawel in COMFORT... 
and Arrive in oO 1 YLE’ 





A Happy Trio... 


Mrs. Franklin D. Roosevelt, Roger A. Selby, Margaret S. Spencer 


and $10,000 Passes Hands 


"< RAVEL IN COMFORT AND ARRIVE IN 
STYLE”— 

Seven of the fifty words that brought $10,000 to 
Margaret S. Spencer of Dallas, Tex. 

When a person writes fifty words, no more, no less, 
at the highest rate ever paid—$200 per word, it would 
seem that a nation would remain breathless until it 
glimpses the literary masterpiece. But the rules of 
the Selby contest made publication prohibitive and 
that rule holds true in all radio essay contests, There 
must be a good and substantial reason for concealing 
the successful essay. It may have advertising value, 
slogan attention, etc., or it may be such a natural and 
normal collection of words that thousands of other 
contestants might feel that by comparison they had 
done as well or better. 

Four hundred thousand people entered the contest 
and the guarantee of its impartiality comes from the 


fact that the contest was audited, arranged and super- 
vised by Prof. Lloyd Herrold of Northwestern Uni- 
versity. He is the one man in America who stands the 
supreme judge of contests of this character and his 
place on the judging bench is considered evidence of 
its integrity. It was necessary to employ a staff of 
350 persons to examine the competing essays. 

In the final analysis, Miss Margaret S. Spencer of 
Dallas, Tex., was first grand prize winner in the ten 
weeks’ radio contest sponsored by the Selby Shoe Com- 
pany of Portsmouth, Ohio. Miss Spencer is 37 years 
old, unmarried, and a school teacher in the high schools 
of Dallas. She has taught everything from the 3 R’s 
to the sciences in her 17 years of teaching. Her life’s 
greatest thrill came when she received from Mrs. 
Franklin D. Roosevelt’s own hands the $10,000 cash 
prize to which she was entitled. In accepting the check, 

[TURN TO PAGE 50, PLEASE] 
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The Finest Leathers 
_..for The Finest Shoes 





























Due distinctive styling, the unsurpassed 
workmanship and the fine fitting qualities of 
the shoes manufactured by The Selby Shoe 
Company demand the finest of leathers. 


Richard Young Company is proud to have 
had its Ryco White Thruout Buck Finish 
Kangaroo chosen by The Selby Shoe Com- 
pany for their fine footwear. 


Over half a century of tanning experience 
has resulted in the production of this par- 
ticular type of leather. Its excellent wearing 
qualities, its softness and its very fine nap 
are especially adaptable to shoes which up- 
hold all the traditions of fine shoemaking. 





Manufacturers who demand only the best, 
but at the same time appreciate real value 
have accepted Ryco White Thruout Buck 
Finish Kangaroo as the leader. 


Goon shoes call for Good Lin- 
ings. Ryco Lambskin Sock Linings, 
used by The Selby Shoe Company 


have all the leather characteristics DYO 
pRDTOUN, 
which make them ideal for this type LI LES 


WHITE THRUOUT BUCK FINISH KANGAROO 





of fine footwear. 


Ryco Lambskin is porous, it absorbs 
moisture, keeps the feet cool and 
comfortable, and its softness on the 
foot is the most important essential 





for the customer's foothealth. 


LAMBSKIN SOCK LININGS 


RICHARD YOUNG COMPANY 


36-38 SPRUCE STREET NEW YORK CITY 
suonee 54 SOUTH ST, BOSTON ——_EESR2EY. AEE 






ST. LOUIS 
MILWAUKEE WILMINGTON, DEL. 
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The use of Celastic Box Toes in Selby 


Slenderized Arch Preserver Shoes is convincing 
evidence that Celastic is the ideal box toe for 
good shoes. For more than ten years Celastic 


has been the choice of the Selby Shoe Co. 


THE QUALITY BOX TOE 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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W. extend to the Selby 


Shoe Company our heartiest 
congratulations on the success 
of their new Slenderized 
Arch Preserver Shoe and 
take pride in the fact that 


LAWRENCE LEATHERS 


have made their contribution | 
to the excellence of this 
quality line of shoes. 


A. C. LAWRENCE LEATHER CO. 


BOSTON PEABODY NEW YORK COLUMBUS 
ST. LOUIS PHILADELPHIA MILWAUKEE 
GLOVERSVILLE 
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TRAVEL IN COMFORT 
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and Arrive in O | Y LE 





The group includes Mrs. Grace Kemser, Advertising Manager, 
John Shillito Company, Cincinnati; Miss Margaret Cole, Adver- 
tising Manager; F. E. Whitelam, Display Manager, G. S. Goodell, 
General Manager, R. H. Fyfe & Company, Detroit; Geo. Gasdorf, 
Potter Shoe Company, Cincinnati; Charles F. Brannock, Park-Bran- 
nock Company, Syracuse; Elmer A. Clark, Arch Preserver Shoe 
Shop, Cleveland; C. E. Holloway, F. & R. Lazarus Company, Colum- 


bus; Edward H. Weiss, Henri-Hurst & McDonald Advertising 
Agency—and Miss Evelyn Handcock, H. K. Ferguson, R. N. Dono- 
hoe, A. R. Hanson, C. A. Risley, J. E. Doerr, W. E. Lawson, of the 
Selby Organization. 
Advertising executives from leading stores assembled last week in 
Portsmouth to confer with the Selby staff as Jury on Selby Autumn 
promotional and advertising plans. 





she said to Mrs. Roosevelt: “I want to go on record as 
one prize winner who knew how to get the most out 
of a windfall, so I wish to convert the $10,000 into 
government baby bonds, because I want to do my mite 
to help recovery.” 

Miss Spencer, who did not enter the contest until it 
was in its final stages, wrote an essay that was ad- 
judged by Professor Herrold a model of appropriate 
expressions, incisive simplicity and succinct phrase- 
ology. Like most winners of contests, she entered the 
Selby contest through a freak. But unlike winners of 
games of chance, she came through on ability alone. 

Six weeks after Mrs. Roosevelt went on the air for 
Selby, with 15-minute programs on Friday nights (her 
fee was a generous charity bequest), Miss Spencer, who 
has worn Selby shoes for fifteen years, was advising 
a friend that she could correct her foot trouble, caused 
by high heels, by wearing Arch Preserver shoes. She 
was so convincing in her arguments that this friend 
said, “Why don’t you enter Mrs. Roosevelt’s contest?” 

The challenge accepted, Miss Spencer worked over 
her fifty words for three days, condensing and revis- 
ing the essay from 500 words down. She went all over 
the school trying to induce her colleagues to read and 
criticize it, but they all told her she was wasting her 
time, so why waste theirs? Now every teacher in the 
Woodrow Wilson High School is anxious to catch a 
glimpse of this literary success, but the rules of the 
contest make publication prohibitive. 





Her first success was scored when she was adjudged 
the winner of the sixth weekly contest, giving her six 
pairs of Selby shoes for three years. After the ten 
weekly winners were decided, Professor Herrold went 
to New York, where at the Waldorf-Astoria, with Miss 
Helen Koues, of Good Housekeeping Magazine, and 
Roger A. Selby, he decided the winners. He then 
turned over the results to Mrs. Roosevelt. 

In her 17 years as a teacher Miss Spencer attributes 
what her colleagues call indomitable patience and 
sprightliness to foot comfort. When she wrote “Travel 
in Comfort and Arrive in Style” she wrote from her 
own background and straight from the foot. 

She owns a ranch in the Panhandle of Texas, can 
ride a horse in true ranch style, cooks like “anybody’s” 
business and is a smart “schoolmarm” to boot. 

During this series of broadcasts America’s First 
Lady spoke on the subject, “It’s a Woman’s World,” in 
which she named the ten leading feminine personalities 
of the country, including Amelia Earhart, Jane Addams, 
and discussed the problems of White House manage- 
ment, the duties of a wife of a public official and other 
topics of interest involving a woman in the nation’s 
spotlight. During one of her talks Mrs. Roosevelt re- 
produced a press conference at the White House. Dur- 
ing her last series of talks, for the Selby Company, Mrs. 
Roosevelt rose to third position in popularity among 
the 15-minute programs on the national networks, radio 
surveys disclosed. [TURN TO PAGE 89, PLEASE] 
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, AMERICAN HIDE & LEATHER CO. 
| takes pride in 


ees 





| contribution to the 
smartness and high 
quality of 






SHOES 








and congratulates The 
Selby Shoe Company on 

its success as a maker of 

fine feminine footwear. 


It is sleek surface, glove- 
like suppleness and beau- 
tiful coloring which make 
Rosebay Willow Calf 
preferred for the most 
fashionable footwear. 


* 











pict" 
| | * 
HIDE / (LEATHER CO, 


BOSTON 
MASS. 
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WE ARE PROUD... 


To be numbered among the firms supplying 
the Selby Shoe Company. They, as others, 
recognize that the use of United States Leather 


products means: 
Close fleshing and trimming, thus adding to eco- 
nomical cutting, exact compliance with ordered 
specifications, unvarying adherence to uniformity, 


guaranteed quality of every piece and lot. 


The UNITED STATES LEATHER CO. 


World’s Largest Producers of Sole Leather 
New York Boston Chicago Cincinnati St. Louis Richmond 


Selling Agents: 
McADOO & ALLEN NELSON-RONEY CO., Ltd. 
Philadelphia San Francisco 


WESTERN TOP RE- FORMER 


.renews trim top lines... 





Reforms top lines of 
> either pump or oxford 

types to the original 
shape of the last. Elim- 
inates that tried-on ap- 
pearance; refreshes your 
stock. Indispensable for 
window display shoes. 
Handles all colors and 
materials as well as all 
sizes and widths. Avail- 
able for both men’s and 
women’s shoes. A neat 
machine—costs practic- 
AFTER ally nothing to operate. 


SELBY SHOE COMPANY uses a battery of Western Top 
Re-Formers as an aid in supplying their customers with trim 
top lines. Write us for full particulars. 


WESTERN SUPPLIES COMPANY 


Shoe Machinery and Cutting Dies 


2920 CASS AVE. ST. LOUIS, MO. 
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In Selby Shoes, the high wood heels are locked on. 


Permanently tight. Nail heads cannot pull through 


the heel seats reinforced with National H-A-R-D 


Vulcanized Fibre. (3 © CO Firm. Tough. 


Workable. Cuts easily. Skives easily. Does not chip. 


NATIONAL VULCANIZED FIBRE COMPANY 


WiitminctTon, Detaware, U. S. A., (Orrices IN PRINCIPAL CITIES) 
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For 


20 


Years 


we have had the 


pleasure of 


supplying 


Many of 
The High Quality 


SOLES 


used in 


SELBY 
SHOES 


STEPHENSON 


AND 


OSBORNE 
INC. 


36 LINCOLN ST. 
BOSTON 
MASS. 
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Charting 
Fashion 
Change 


[CONTINUED FROM PAGE 45] 


shape. But the job is never quite fin- 
ished. As Manager Hooley says, “You 
can never stop working on the line, or 
the line gets on top of you.” 

Before a single shoe is sold, the sales- 
men are showing it informally to stores 
and checking the reactions of buyers, 
merchandising officers and some of the 
clerks on the floor. We went to such a 
meeting the other night at the invita- 
tion of Eastern Manager Fred Price, 
New York City representative. No 
orders taken—just a friendly gather- 
ing. A buyer from a New England 
city was there, with the store stylist 
and the fashion copywriter. Also, a 
buyer from a New York store and 
several of the stylists in the trade. 
Outstanding numbers were modeled, 
and we talked shoes till midnight! 

Out of that meeting came some 
thoughts that are now being incorpo- 
rated into the Fall line, even at this 
date. 

Some of these styling suggestions 
this year have come from women cus- 
tomers themselves. Several Selby deal- 
ers this Summer have been showing 
samples of Fall shoe colors and mate- 
rials to women when they were selling 
Summer shoes, getting their comments 
and passing them on. 

This extending of their laboratory 
method to the final purchaser has two 
advantages—it brings in some valuable 
information and it also interests and 
flatters the customer. Everybody likes 
the idea of being let in behind the 
scenes! 

Such ideas for corrections and im- 
provements are constantly pouring into 
Portsmouth. But this is a very telling 
point—No important change is ever 
made without actually building it into 
a shoe, modeling it in the factory and 
checking the result on the foot. And 
no change ever goes forward unless 
the manager in charge of that division 
passes upon its advisability. He lis- 
tens to everybody and then uses his 
own judgment. 

For the clinical method of styling 
has one great danger—the possibility 
of too many cooks spoiling the soup, 
or perhaps we should say too many 
laboratory assistants messing up the 
formula. There must be one coordi- 
nator, whose judgment is final. 





* 


SEABURY 
AND 


CUSHMAN | 
Are Supplying 


and have for 








years supplied 
‘to 
The 
SELBY 
SHOE CO. 
the 
TOP GRADE 
LININGS 


used in 


SELBY 
SHOES 


* 


SEABURY 
AND 


CUSHMAN 
12 SOUTH ST. 
BOSTON 
MASS. 


* 


Also manufacturers of 
the Fibre Bonded 
Finish Linings 


* 
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Hats off to Selby. 


Of all the factors making for success 
in any business enterprise, that of 
keeping pace with ever-changing 
business conditions is one of the 
most important. Anyone who has 
had the privilege of doing business 
with the Selby Shoe Co. cannot fail 
to see this factor working through- 
out their splendid organization. 
They constantly are taking their 
bearings, shifting position and look- 
ing into the future with a keenness 
of interpretation and a soundness of 
judgment that is rare. Our hats are 
off to SELBY. 


‘Chea F Fame Co 


SHOEMAKING MACHINERY 
CINCINNATI, OHIO 


ESTABLISHED in 1892 




















LAWRENCE SCHIFF SILK MILLS 


A NEW ANNOUNCE 
PATENTED STITCH BRAID 


A PATENTED STITCH BRAID with a two- 
tone effect which is receiving great acclaim by 
the foremost shoe manufacturers and retailers 
in the country. 

Economical to use, it adds greatly to the 
beauty of the shoe and it heralds a new era for 
women’s footwear. 

This PATENTED STITCH BRAID is a prac- 
tical trimming for all of the season’s newest 
styles. 

This has been fully registered with the Silk 
Code Authority. 








Registered with the Textile Design 
Registration Bureau of Silk Code 
Authority—Registered No. R-67881. 


ORIGINAL DESIGN 
Pat. App. for U. S. Pat. Office 
Serial D-56428 


LAWRENCE SCHIFF SILK MILLS 


MANUFACTURERS OF BINDINGS, RIBBONS AND NARROW FABRICS 
95 MADISON AVE. NEW YORK CITY 
MILLS AT 920 UTICA ST., ALLENTOWN, PA. 
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“Aswe Live and 
BREATHE” 


We inhale—exhale 
—day in and day out—for it is our good 
fortune to walk on a carpet of style, com- 
fort, and durability that makes for 
pleasant living, namely: 





my =NEWFLEX / . 
: 7-0 3 
G9 cous E 
Mm COUNTERS & WELTING F&F 


Newflex Innersoles 


are more desirable because of the porous 
texture of genuine pigskin; they are excep- 
tionally strong and will not crack; they re- 
quire no breaking in, and give to a new 
shoe that old-shoe-comfort-feeling. 
Promote the reputation of your store as the 
headquarters for Foot Health—and New- 
flex Innersoles will help you do just that. 


We Will Be Pleased to Send Samples 





EDGAR SS. KIEFER 
TANNING COMPANY 


TANNERIES e GRAND RAPIDS, MICH. 
SALES DEPT.: 223 W. LAKE ST., CHICAGO, ILL. 
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We congratulate the 


SELBY SHOE CO. 


on the success of 
the new 
SLENDERIZED 
ARCH PRESERVER SHOE 
for Women 


and welcome this opportunity of 
calling attention to the importance 
of quality thread in good foot- 
wear— 


SUMMIT THREADS 


being used consistently in Selby 
Arch Preserver Shoes. 


THE SUMMIT THREAD CO. 


EAST KAMPTON, CONN. 


* 


BOOT AND SHOE RECORDER, May 25, 1935 





J 
GORDON, 
LOWE 
& 
GODFREY 


BOSTON, MASS. 


are proud to be numbered among 
those who have contributed to the 
success and high quality reputa- 
tion of 


THE 


SELBY SHOE CO. 


and its lines of fine 


footwear. 





\ 














OUR SALUTE 


to the proficient management and the 


sterling product of 


SELBY 


CENTRAL COUNTER CO. 


SHAW AT VANDEVENTER 


SAINT LOUIS, MISSOURI 











CONGRATULATIONS 


We take pleasure in extending to 
the Selby Shoe Co. our heartiest 
congratulations over their fine rec- 
ord of achievement and to wish 
them success in their Fall selling 


campaign. 
paign R. V. WOODWORTH, Pres. 


PROGRESSIVE SERVICE CO. 


Cutting die Specialists 
80 So. Cameron St., 


1900 Delmar Bivd., 
Harrisburg, Pa. 


St. Louis, Mo. 








GREETINGS 
TO SELBY SHOE CO. 


We know they will.make the goal 
they have set for the fall season. 


It has been our pleasure for some time to be Selby’s 
exclusive source of supply on corrugated fibre shipping 


cases. 


FAIRFIELD PAPER CO. 


Manufacturers of Corrugated Paper 
Baltimore Ohio 
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I We Are Proud To Be Numbered Among 
The Suppliers of 

| HIGH QUALITY 

| CUT SOLES 


for 


| SELBY SHOES 
ALBERT K. GOLDMAN CO. 


Sole Cutters 
U% 201 SOUTH ST. BOSTON, MASS. * J 


























TRADE MARK REGISTERED THE 


SELBY 


SHOE COMPANY 


USES THE BEST 
AND HIGHEST 


To The Selby Shoe Company 


Please accept our hearty congratulations 
on your success. Also many thanks for 
your generous patronage. 


W. K. CHANDLER, INC. 


Sole Agents Chandler’s Specialties 





























































é SOSANDLR OS PRICED WHITE SOLE LEATHER 
R , B noe SHoe B S AN 
AND TRIMMINGS (Cy ORNAMENTS ‘ VAUGH AN’S Ivory 
SS = 
ay 
125 Summer St. BOSTON, MASS. Phone Liberty 8353 S Oo L E L E AT i E R 
Our Slogan— Quality and Service” JOHN - SULA Sue N CO 









SAMPLES ON APPLICATION SALEM, MASS. 


New York City The Selby Shoe Company 


has chosen 


Fairbanks — Solid Fiber — Kraft Lined 
Shipping Containers to meet their rigid 
requirements for quality supplies and 
assure the delivery of Selby shoes with- 
out damage—under all conditions. 


THE FAIRBANKS FIBER BOX COMPANY 
MIDDLETOWN, OHIO 
Makers of good boxes for the shipment of shoes since 1912. 










































Keep your Business 
Appointments and So- 
cial Engagements in 
the beautiful 


GEORGIAN ROOM 
DINE -DANCE to 
melodies by LARRI. 
Entertainment night- 
ly and during Sat. 
Mat. Luncheon. 

For expertly prepared 
Cocktails, It’s the . 
intimate SILVER 
LINING LOUNGE. 


In the very heart of 
Times Square — eless 
to ‘Radio City.”’ 
























24 floors . . . 706 
tharmingly furnished 
rooms (high above 
the street — your 



















guarantee of sound, 
undisturbed sleep!) 














Daily rates begin at 


i 





















W. Stiles Koones, Mgr. 














i H national shoe show to be held next favorable to the proposition of a uni- 
Nis ntion ae ss January, held its first meeting in fied show, as its possibilities and ad- 
eets In evelan Cleveland on Wednesday of this week. vantages become more apparent to the 
New York—The Joint Convention Preliminary plans and policies were dis- industry. In response to a telegram 
Committee, composed of representatives cussed and the outlook for the show’ sent by the RECORDER to various manu- 
of the National Shoe Retailers’ Asso- was canvassed in detail. facturers and retailers immediately fol- 
ciation and the National Boot and Shoe Meanwhile, the sentiment of both lowing the ratification of the plan, 
Manufacturers’ Association, which will manufacturing and retail branches of these additional replies have been re- 
be in charge of arrangements for the the industry appears increasingly ceived: 
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As providers of Goodyear 
Welting to Selby Shoe 
Gisieiian for more than a 
generation we welcome this 
opportunity to congratulate 
them and their dealers on 
the efficient merchandising 
of the Slenderized Arch 
Preserver Line, and to ex- 
press the hope that this fine 
line of shoes will continue 
to receive the patronage it 


so richly deserves. 


BARBOUR WELTING CO. 


BROCKTON, MASS. 
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Rdernize Main Stes” 


BEFORE: Here is 
how the Hen and Ben 
Shoe Store in Madison, 
Ind., looked before it 
was remodeled with a 
new Pittco Store Front. 


1935 


It PAYS 


HE movement to “Modernize Main Street” 
is gaining momentum every day. And 
owners and managers of shoe stores who have 
joined the trend by remodeling their stores 
with a new Pittco Store Front, have found that 
it pays! For a new Pittco Front makes an out- 
moded store new again . . . it impresses potential 
customers with your progressiveness . . . it lures 
them inside .. . and naturally results in jump- 
ing sales volume and boosting profits. 
e National Housing Act enables you to 
obtain money easily for store improvements, 
requiring only your promissory note as collat- 


Oducts 
Polished Py 
t 
Glass a 


with a New 


PITTCO 
STORE 
FRONT 


AFTER: And here is how it looks today, 
entirely sy ogy the installation of a 
new Pittco Front. The remodeling resulted 
in a new, modern store, speaking eloquently 
of the merchant’s progressiveness and enter- 

—— Shoe customers like to deal at a shop 
ike this! 


eral. So decide now to remodel your store 
with a new Pittco Front! We recommend that 
you retain a local architect to design it for you, 
and that, if necessary, you apply for NHA 
funds to finance it. Our representative will 
gladly help you negotiate the loan. And in 
order to have pans information on Pittco 
Fronts, clip the coupon for our free booklet, 
“How Modern Store Fronts Work Profit 
Magic”. This contains numerous photographs 
of Pittco-remodeled stores of many types and 
sizes, together with construction costs, resulting 
business increases, etc. 


Pittsburgh Plate Glass Company 
2201A Grant Building 
Pittsburgh, Pa. 

Please send me, without obligation, your new 
book entitled “How Modern Store Fronts Work 
Profit Magic”. 


Name 
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A typical kidskin oxford for fall. It has a high tongue, 
yet is cool and open enough for late-summer wear. 


The T-strap is coming back. This version gains interest 
through its jagged, stitched applique of contrasting 
leather, and its rope stitching. 


The step-in will be very important for fall. The new 
idea of smooth, unbroken surfaces is especially smart 
in kidskin. 


The one-eyelet tie goes on forever. This shoe either 
in all-over kidskin, or with contrasting trim. The chain 
stitching is very new. 


SHOE DESIGNS BY BORDA 
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Follow the style trends and avoid lost sales 
with a complete range of styles in <c-Z 





“KID is first for Fall! says Fashion. 
"O.K.1" say the big stores—and 
there is every indication they will 
buy accordingly. 


Fall costume modes — more formal 
than ever—foretell an even bigger 
Kid season than this record-breaking 
Spring. And, as a profitable “plus”, 
the light weight of the smart kid 
styles in black, brown and blue 
will give you a natural selling 
point to increase the annual late- 
Summer demand for dark shoes. 


Decide now, while you are making 
up your advance orders, to BE 


RIGHT THIS FALL WITH KID! 


HIDSHIN TANNERS 
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This is the PANCO ST ACT YTS Heer 


The advantages of this superior heel are obvious. Made of thick resilient rubber, it has neither 
core nor washers to lessen its springiness or cut down its wearing thickness. Its patented wire 
mesh construction makes invisible nailing practical, and assures a permanently tight fit at the edges 
ae long go oe appearance a 2 good looks of the shoe, while its exclusive 
eatures e strong talking points — make satis 

customers. ns PANTHER PANCO CO. “SESE 








RSAC Ne atop ti 
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Where 
Fashion Walks 


GABARDINE footwear 
will be found on the 
smartest feet! Because 
Gabardine has firmly es- 
tablished itself as the out- 
standing shoe fabric for 
Fall. 


Gabardine will play a 
prominent part in your 
autumn sales... if you 
specify Einstein Gabar- 
dine, the only Gabardine 
made exclusively for 
shoes. 





TEIN- INC: ONE PARK AVENUE: NEW YORK 








When writing advertisers please mention Boot and Shoe Recorder 














© oO 


© 


BOOT AND SHOE RECORDER, May 25, 


National Shoe 


FOUNDED 1912 





1935 











"An Association Serving the Best Interests of the Retail Shoe Trade and the Industry in its Entirety"’ 








We Have Moved 


On May 24 the National Shoe Re- 
tailers Association assembled its bag- 
gage and moved to mid-town: 274 Madi- 
son Avenue, where it will henceforth 
locate its headquarters. 

Service to retailers and the industry 
will continue uninterruptedly and per- 
haps with even greater enthusiasm in 
new surroundings. ADDRESS ALL 
N. S. R. A. COMMUNICATIONS TO 
274 MADISON AVENUE—Room 701. 


* + 


Conference Comment 


“Congratulations on the best initial 
shoe meeting which I have ever at- 
tended. I feel that we received more 
dynamic information at this meeting 
than ever before.”—E. K. Spangler, Ed. 
Schuster & Co., Inc., Milwaukee, Wis. 


* + 


Be It Resolved 


That: The National Retail Code Au- 
thority, Inc. (of which the National 
Shoe Retailers Association is a part) 
the body recognized as truly representa- 
tive of the retail trade governed by the 
Code of Fair Competition for the Re- 
tail Trade, favors the continuance of 
emergency (NRA) legislation for a 
period not to exceed two years, FOR 
SELF-GOVERNMENT OF TRADE 
AND INDUSTRY UNDER SELF-DE- 
TERMINED CODES. SUBJECT TO 
CHANGES WHICH MAY BE REC. 
OMMENDED BY THE CONSTITU- 
ENT TRADE ASSOCIATIONS. 


oe & ¢ 


Ideals Must Work! 


According to A. H. Geuting, NRA 
fundamentals are sound but the upper 
structure needs correction. He says: 
“. .. the Code Authority, most of them 
members of the Retailers’ National 
Council, recommended a continuance of 
the NRA for two more years, with the 
hope that with further experimenting 
and modifications it might yet be a 








very constructive policy in the interests 
of business and the consumer. 

“As stated before, many an idealist 
finds that his ideals do not work out in 
practice, but a true idealist will not 
hesitate to change when he finds this 
out. All of us are seeking a more or- 
derly, more efficient, more happy state 
of business.” 


Factory Store Evil 


Shoe retailers in shoe manufacturing 
centers are often forced to compete di- 
rectly with factory stores. The factory 
shoe stores should be permitted to sell 
only to employees or to only sell “sec- 
onds.” 

The National Shoe Retailers’ Asso- 
ciation has continually combated this 
evil, believing that the business of sell- 
ing and fitting of footwear should only 
be in the hands of the shoe retailer. 
Evidence that this difficulty is again 
arising has come to the attention of 
headquarters in this letter from Robert 
Goldstein of the “Boston Shoe Store” of 
Portland, Me.: 

“We had considerable correspondence 
last year in regard to certain manufac- 
turers practically conducting a retail 
shoe business. As a result of this cor- 
respondence and your cooperation, con- 
siderable was accomplished. Several 
manufacturers completely put a stop to 
this practice. Others limited it to em- 
ployees only. 

“Recently, this practice of manufac- 
turers competing with retailers, has 
again become common. Hundreds of 
pairs are being sold weekly. According 
to the manager of our store, who is very 
conservative in making any statements, 
‘This practice is as bad today as ever 
before.’ Persons who have no connec- 
tion whatever with any shoe factories 
can obtain shoes at wholesale prices 
from a number of factories. 

“We trust you will immediately take 
whatever steps you consider proper and 
effective in regard to this matter. We 
respectfully refer you to our previous 
correspondence in which all details of 
this unfair practice were gone into.” 








The trade of shoe fitting should not 
be diminished or minimized by reason 
of volume of trade; intelligent personal 
service, based on the needs and re- 
quirements of the individual, is our first 
duty at all times. 

+ & £ 


The Pressure of Style 


“Consumers generally tend to imi- 
tate each other. Someone adopts a cer- 
tain style. Others imitate and that 
makes the fashion. Business is done in 
the fashions rather than in styles. If 
all people tried to be individual in their 
choice and use of shoes, mass produc- 
tion would, of course, be impossible. 
Your places of business would be cus- 
tom shoe making shops instead of 
stores. Shoes would cost consumers at 
least ten times as much per pair as 
they do now. Most of them would be 
very ugly in appearance. Indeed, most 
people would have to wear very crude 
shoes or go barefoot, for they could 
not afford the fine shoes you now sell 
if they had to be made on a custom 
basis. Fashion makes mass production 
possible. This in turn makes it pos- 
sible to sell the shoes at a very low 
price.”—Paul Nystrom. 

* * * 

The corner-stone of commerce is in- 
tegrity; the assets of any commercial 
institution consist of honesty and busi- 
ness character first—and after that, 
service and merchandise. 

* * * 

Advertising is a covenant with the 
public; the spoken or printed word is a 
pledge that must withstand the strong- 
est test of honesty and integrity of 
business dealings. 

* * * 


If Code Is Inter- 
state Only! 


It is only the act of shipping outsid+ 
the State that is “interstate commerce.” 
The act of manufacturing, the labor and 
other aspects of that, are intrastate, and 
therefore not subject to regulation from 
Washington. It is estimated that some 
80 per cent of all business is intrastate. 








"Only through the success of the Retailer can prosperity return” 
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Service Center—274 Madison Avenue, New York—John J. Holden, Newnes 





Survey of Retail Taxation 
ARKANSAS—Imposes a 2 per cent tax on the 


gross proceeds derived from the sales of all tangible 
personal property and upon retail sales by specified 
businesses including “all other establishments 

selling for a consideration any property, thing, com- 
modity and/or substance.” The only exemptions pro- 
vided are sales of cotton, cotton seed, lint cotton or 
bale cotton, a portion of all retail sales on articles or 
commodities on which a State privilege tax or license 
is already collected, and sales of foods necessary to 
life. 


ARIZONA—A 2 per cent tax is levied upon the 
gross income from the sales of tangible personal 
property. 

INDIANA—Amends Section 4 of the chain store 
tax to provide that all licenses shall be issued to expire 
on December 31, but licenses shall not lapse until 
January 31. Application for renewal license is 50c. and 
the fee for the license is as prescribed in Section 5. The 
license fee is payable when the original or renewal 
license is issued and a penalty is provided for a 
delinquency. 


SOUTH DAKOTA — Requires annual licensing 
for the operation, maintenance, opening or establish- 
ment of stores and prescribes fees ranging from $1 on 
ove store up to $10 for each additional store in excess 
of ten. 

Also imposes a tax upon the combined gross sales of 
all stores or mercantile establishments under a single 
or common ownership supervision, or management with 
rates ranging from 14 of 1 per cent on gross sales not 
exceeding $50,000 up to 34 of 1 per cent upon gross 
sales at retail in excess of $1,000,000. Also imposes a 
tax on gross sales at wholesale of 1/5 of 1 per cent. 

The term “store” is defined to mean and include any 
store or mercantile establishments which are owned, 
operated, maintained or controlled by the same persons, 
firm or corporation, either domestic or foreign in which 
goods, wares or merchandise of any kind are sold either 
at retail or wholesale. No exemptions are provided for. 

The Act states that, as an emergency revenue measure, 
it shall expire and stand repealed on June 30, 1937. 


Note: This is the third section of the “Survey of 
Retail Taxation” —the first and second sections appeared 
in previous issues. Reprints will be sent upon request. 








Relief Shoe Distribution 


Plans to take the problem of relief shoe distribution 
out of the hands of city officials have been effected in 
many localities during the past months. The plan used 
by the shoe retailers have been particularly successful. 

The Buffalo Shoe Retailers’ Association, which has 
been cooperating with the city in the distribution of the 
welfare shoes, plans to recommend continuance of the 
plan which was first introduced last year as an experi- 
ment with the suggestion that additional stores be used 
as distribution agencies. 

Nine retailers whose facilities were used during the 
past year were required to post bonds of $3,000 each 
with the city for the faithful performance of their duties. 
Each store was provided with a model stock ranging 
from 2200 to 2400 pairs or about two pairs in each 
width, size and style, with daily requisitions to fill in 
numbers which had been distributed to individuals with 
welfare shoe orders. There were physical inventories 
every 15 days by city inspectors and cooperating re- 
tailers received a commission of 10 per cent on all shoes 
they distributed, the retail prices being fixed on a basis 
of contract costs to the city. 

The retailers were paid their commissions every two 
weeks by the city, which in turn was reimbursed to the 
extent of 75 per cent of the cost of the footwear plus 
distribution costs by the State. This offer to distribute 
welfare shoes was undertaken by members of the Buffalo 
Shoe Retailers’ Association to prevent the city from 
entering the shoe business with its own distribution 
centers and also to prevent the welfare shoe contract 
from being given to one chain store retailer, a practice 
followed by the municipality for the last eight years 
prior to last year’s experiment. 

The $3,000 bond was demanded by the city to protect 
its stock of footwear in the cooperating stores and also 
to protect welfare individuals from receiving cheaper 
or inferior quality footwear from stores acting as dis- 
tributing agents. Not a single complaint was received 
by the city last year and the municipal authorities have 
high praise for the cooperative spirit shown by the 
merchants. 


Note: A summary of the relief shoe distribution plan 
that is being used in Ohio will be sent to members on 
request. 





The matters discussed on these pages are solely the expression of the National Shoe Retailers Association. 





















P. H. MURPHY 


Markdowns Will Result 


STOCK 


Buyer, Wilkes-Barre Dry Goods Co. 


Retailing Must Be Systematic, on 
the Basis of Accurate Records, or 
Stocks Will Become Unwieldy and 


UNIFORM 





BOOT AND SHOE RECORDER, May 25, 









1935 








By DIVISION and TURNOVER 


We, in the retail business, are 
striving to show a profit by well 
managed and planned operation. To 
do so means careful buying. It 
means the elimination of reductions 
to the minimum. Stocks must be 
continually turning and not accumu- 
lating while we strive for a larger 
volume of business. 

Merchandising must be systematic, 
with the continual studying and fol- 
lowing of records. Basic facts about 
~ merchandising are essential. Being 
systematic is the first requirement of 
good buying. This makes it possible 
to obtain the maximum of sales and 
profit from the least stock on hand 
and a quicker turnover. With capi- 
tal lowered in the investment, a well 
balanced stock with a fast turn pro- 
vides more up-to-date merchandise. 

While planning for a larger vol- 
ume or increase, it is important that 
turnover be always kept in mind for 
a better profit. All buyers should 
know the relation of proper planning 





and timing of seasonable merchan- 
dise to increased profit and saving of 
losses. Our stocks must be planned 
and purchased in a systematic way. 
A regular analysis is needed to show 
that we are on the right track, and 
from this you must be able to bal- 
ance your pairage to suit your turn- 
over in each division. Records are 
always beneficial to correct last sea- 
son’s errors in buying, for a knowl- 
edge of your past operations on a 
weekly or monthly basis can simplify 
and help in future buying. 

The chief function of uniform 
stock by grouping is for individual 
consideration. It is then possible to 
watch the stock for the need of addi- 
tional buying or reducing of mer- 
chandise in any one group. If you 
plan your purchases so that season- 
able shoes are sold in season and 
your others are balanced so that 
maximum sales are obtained, then 
turnover is secured by carrying a 
stock that is not out of proportion to 


planned sales. Through our past 
season’s operations, planned on pre- 
vious, we were able to increase our 
sales both in pairage and retail with 
a stock condition less in pairs and 
retail, giving us a better turnover and 
less percentage in reductions. 

It is a generally known fact that 
the average stock is known only at 
total figures. Further than that, the 
quantity sold in relation to. stock on 
hand of any one group is seldom 
known. This condition should not 
be permitted, as the possibilities are 
that one division can be over-bought 
or under-stocked. If misses’, chil- 
dren’s, and infants’ shoes are pur- 
chased and kept as one, how are you 
to determine what the turnover is for 
each? They should be grouped 
separately to give each its oppor- 
tunity for sales. 

This same condition can be applied 
to women’s arch shoes and novelties, 
where a separation in each of these 

[TURN TO PAGE 68, PLEASE] 
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39,053 


NEW WEARERS OF 
ENNA JETTICK SHOES 


in the single month of 


APRIL 1935 





These 39,053 women are new 
wearers reported by stores parti- 
cipating in the big thrilling Enna 
Jettick Salesmanship Contest. 
How many more, we dont know, 
but... it proves without a doubt 
that women appreciate the truth 
of our statement 


“America’s Smartest Walking 
Shoes Go Places Comfortably” 


ENNA JETTICK SHOES, INC. 


AUBURN, NEW YORK 
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Crepe Soles Advance Along - 
the Western Front 


[CONTINUED FROM PAGE 21] 


than anticipated. Many West Coast 
buyers have confided that they intend 
to include a shoe of this general 
description in their Fall style line-up. 

These shoes gave the merchants who 
capitalized on them a chance to sell 
the men two pairs of sports shoes this 
Spring and Summer, for every man 
will need his white buck leather sole 
shoes too. Many stores in the Los 
Angeles district check on cinnamon 
brown being the one best bet, with the 
plain toe Blucher, the ace in the hole. 
Hamilton has a strong leaning toward 
the all - white. At Silverwood’s, 
Desmond’s, Bullock’s and May’s, it is 
all-brown. 

As Frank J. Crapo at Desmond’s 
pointed out, Southern California sells 
more buck finish leather possibly than 
localities elsewhere. There is nothing 
effeminate in the dark rich cinnamon 
brown or grey. Plenty of shoe stores 
are passing up real sales on shoes of 
this character, he believes, just be- 
cause they do not know that the de- 
mand exists. The four Desmond 
stores have sold a tremendous number 
of these shoes this year, even under 
adverse weather conditions. 

A similar story was told by M. Kals- 
man at Silverwood’s, who stated that 
all stores underestimated the selling 
strength of these shoes. Here, the 
plain toe Blucher in cinnamon was 
bought strong in 42 different fittings 
from A to D and from 5 to 13. A 
stock which was as high as 20 pairs 
on the “meat sizes” walked out in no 
time at all in the four local Silver- 
wood stores. The shoe was also bought 
in a monk pattern and a plain toe 


seamless oxford. These three patterns 
were carried in gray and white in addi- 
tion to the brown, that being the usual 
stock set-up in most of the stores fea- 
turing these shoes. 

Even with a tremendously heavy 
original stock, Kalsman was burning 
up the wires to get more of these shoes 
on the wheels to him a week before 
Easter. This hard-hitting shoe man 
had this to say about his experience 
with the heavy sole bucko proposition: 

“When the kids found they could 
dance in the crepes, thg landslide 
started. For no good reason at all, 
they hopped aboard the dark brown 
plain toe crepe sole. In proportion to 
sales, our University store (U.S.C.) 
does the best job because of its 
proximity to a large number of college 
men who are good spenders.” 


Uniform Stock by Division 


and Turnover 
[CONTINUED FROM PAGE 66] 

is needed. How do you determine sales 
between arch type price lines if they 
are considered as one, for it is possible 
to have a pairage condition out of line 
to sales if not kept separately? Know 
the total pairage and retail and balance 
them by a set rate of turnover. A 
planned turnover or average stock con- 
dition is determined by sales. 

One might ask the good that is to be 
had from this. To us it means the 
uniformity and relation between retail 
and pairage in each division. We find 
by our records, as previously explained, 
what percentage to buy in each group, 
and if the turnover is slowed up, either 
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New York Journal Printed 
Foot Comfort Cartoon 


Through an error, the credit line was 
omitted from a reproduction of a car- 
toon by Haenigsen which appeared on 
page 56 of last week’s issue, and which 
was originally published in the New 
York Journal. This cartoon was based 
on remarks made by Nathan Hack at 
the N.S.R.A. Styles Conference in New 
York, and purported to show how good- 
fitting shoes and foot comfort in gen- 
eral may contribute to the joy and 
peace of nations. 

The Journal always takes a keen and 
alert interest in shoe trade doings, as 
demonstrated in the publication of this 
cartoon. 





the pairage is too high or the retail 
prices are out of line. Now at this 
time we might say that a volume busi- 
ness will reduce and cover the percent- 
age of loss in reductions from bad 
purchases, but an average department 
needs only two or three of these to 
show up on its operation. 

This means careful analysis along 
with our planning, for most losses are 
from being over-bought on a price line 
and under-bought on what was really 
needed. Which brings us to over-buy- 
ing, which can be minimized by a set 
rate of turnover for each division and 
examining carefully the analysis of 
each. Either the stock must be reduced 
or put on an increased promotion, so 
that it may balance for turning expec- 
tations. It is good business to lose a 
few sales on a good purchase, rather 
than repurchase more. More often 
items are better than expected, and we 
have not enough to meet the demands. 
More is purchased, often in excess of 
the demands, making odds and ends 
and a reduction. 





Leather Company Band in Radio Broadcast 


Winning new laurels as a result of the recent broadcasting of its program over Station WTAM, Cleveland, the Ohio Leather Company Band 
is extending its fame as a crack musical organization. Here they are in full uniform, photographed just after the Cleveland broadcast. 
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These Northwestern Leathers are widely used, always popular for juvenile 
shoes because they can stand rough, tough treatment. Wherever long 
service, permanent pliability and economy are desired—specify a 
Northwestern Leather. 


NORTHWESTERN LEATHER COMPANY TRUST BOSTON 


When writing advertisers please mention Boot and Shoe Recorder 
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window on white bucks and leathers of 
that description, another on spectator 
sport types or shoes for active sports 
wear, and so on. In women’s shoes 
groups of sports types, semi-formal and 
dress patterns, etc., may be singled out. 
In this way it is possible to achieve 
variety and at the same time keep up 
the selling pressure that will enable 
you to attain your maximum potential 
volume of white shoe business while 
the shoes are seasonable and in de- 
mand, at prices that will yield a profit. 
Remember that the white shoe harvest 
is an early harvest that must be reaped 
before some one, or more of your com- 
petitors have decided to get out from 
gf whites by staging a clearance 
sale. 


Avoid Early White Sales 


From a merchandising angle, early 
clearance sales on whites are always 
to be discouraged for, as has been 
pointed out repeatedly, white shoes are 
desirable merchandise until late in 
the Summer. June, July, August, even 
the early part of September are vaca- 
tion months and vacation calls for 
white shoes. If all shoe merchants 
would co-operate toward this end, it 
should be possible and in every way 
practical to sell whites at a profit until 
Fall shoe opening, now commonly ob- 
served by most progressive stores on 
or about August 15. The great 
majority of good merchants are 
thoroughly sold, we believe, on the idea 
of holding off as long as possible on 
white shoe clearances. 


Need of Intensive Promotion 


Nevertheless, it is always the better 
part of courage in this regard to have a 
weather eye open to what the other 
fellow is doing or may do. Unfor- 
tunately, in most communities there is 
some “other fellow” who is more than 
likely to try and “beat the gun,” com- 
ing out with a clearance sale just about 
the time white shoes are at the peak 
of popularity, so far as the shoe buy- 
ing public is concerned. To get your 
stocks in such condition that you can 
afford to disregard, to a large extent, 
the plans of this “other fellow,” and 
at the same time cash in on white shoe 
popularity at prices that yield a profit, 
the best policy is to put every possible 
ounce of legitimate sales promotion 
pressure behind white shoes at the very 
beginning of the selling season. And 
then to keep up that pressure through 
a series of attractive, interesting win- 
dow promotions, tied in with appro- 
priate newspaper advertising, through 
June and July. 

Suggesting the coolness and comfort 
that everybody wants to achieve in hot 
weather, white shoes always lend them- 
selves to attractive windows. They 
appear at their best when shown 
against backgrounds of soft tints, in 


colors that also suggest coolness, such 
as greens and blues. The much-used 
idea of showing a group of white shoes 
on a grass mat rarely misses fire. 
White shoe displays should suggest 
outdoors, and outdoor activities and 
backgrounds should be planned with 
that thought in mind. They also fit 
into the sports picture, either as active 
sports shoes for the participants or 
spectator types. Drawings, sketches or 
blown up photographs of sports scenes 
therefore make ideal backgrounds for 
white shoe windows. 


Ventilated Shoe Promotion 


In men’s shoes the ventilated types 
are expected to be even more popular 
in some sections than they have been in 
the past two or three Summer seasons, 
when they have been steadily increas- 
ing in popular estimation. Extra Sum- 
mer volume is to be had by promoting 
these ventilated shoes, especially in 
the popular price grades. Comfort, as 
well as style, is an idea to be stressed 
in displaying and advertising venti- 
lated shoes, for their strong appeal is 
to be found in the promise of coolness 
and comfort which they hold out to 
customers. 

Nor is the appeal of ventilated types 
of Summer footwear, particularly 
white shoes, limited to the male cus- 
tomer. Perforated white shoes for 
women are very much in the fashion 
picture this season, and while they 
will be promoted more from a style 
than comfort angle, nevertheless the 
latter approach should by no means be 
overlooked. In selling Summer shoes 
of any description, but more particu- 
larly white perforated and ventilated 
shoes, it is well to keep in mind at all 
times the fact that we are really sell- 
ing, not style alone, but style plus cool- 
ness and comfort, and that look of 
coolness which is such an essential 
part of being well dressed in Summer. 
This thought may provide the clue for 
many a successful sales approach, both 
in the planning of Summer shoe win- 
dows and in the preparation of adver- 
tising for the Summer months. 





Harry Kandel With Bailey 
Company 

CLEVELAND, OHIO — Harry Kandel, 
formerly with the Hub Store, Balti- 
more, Md., is now located at The Bailey 
Company, Cleveland. Mr. Kandel was 
buyer for the basement department at 
the Hub Store for 11 years, starting as 
a buyer for men’s shoes only. After 
the department added women’s and 
children’s shoes the business almost 
tripled. 

Mr. Kandel expects to visit a num- 
ber of shoe markets in the near future. 
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White Shoe Windows for June 


A Victory for Retail 
Distribution 


[CONTINUED FROM PAGE 32] 


shoe, leather insole and coun- 

ter, composition out sole nail- 

ed, leather welt, rubber heel. 

Sizes 6 to 12 
Type F. Women’s Oxfords—Gun- 

metal, tan or black, McKay 

sewed, leather sole, composi- 

tion or leather inner sole and 

counter, heel with rubber top 

lift. Sizes 3 to 9 (arch sup- 

port for elderly ladies.)...... 1.85 
Type G. Misses’ Oxfords—Gun- 

metal, tan or black, McKay 

sewed, leather sole, composi- 

tion or leather inner sole and 

counter, heel with rubber top 

lift. Sizes 114% to 2......... 1.65 
Type H. Child’s Oxfords — Gun- 

metal, tan or black, McKay 

sewed, leather sole, composi- 

tion or leather inner sole and 

counter, heel with rubber top 

lift. Sizes 8% to 11......... 1.65 
Type I. Women’s Gunmetal Ox- 

fords—McKay sewed, compo- 

sition or leather counter and 

insole, % rubber heel. Sizes 

er Se ene ree oe 1.65 
Type J. Women’s Oxfords—Cab- 

retta or kid, McKay sewed, 

composition or leather insole 

and counter, % rubber heel. 

Sizes 3% to 10 (dress type 

arch shoe)..........ccccccee 1.95 
Type K. Infant’s first step shoe 

—Black and tan kid leather, 

leather sole. Sizes 2 to 8.... 1.10 

By order of C. A. Benedict, 
Director Lucas County FERA 
D. E. A. Cameron, director finance 


division. 


1.85 





Sales Show Upward Trend 


Los ANGELES, CAL.—With May show- 
ing a volume of shoe sales well up to- 
ward an all-time peak, Joe Ferguson, 
buyer, is satisfied that “happy times are 
here again.” 

In spite of the fact that a small army 
of extra sales people was added to the 
regular sales force for the May Day 
sale, it was impossible to take care of 
all who wished to be served. This was 
true of all shoe departments in the big 
store, Mr. Ferguson states. Inasmuch 
as over 700 shoe customers can be 
seated at one time in the store, it can 
readily be seen that a few shoes were 
sold on May Day. 

“And that,” says Mr. Ferguson, “is 
not all the story, for we have a 
‘Courtesy Day’ preceding the regular 
‘May Day’ and then we have a day fol- 
lowing ‘May Day’ to wind up on the 
event. We were practically as busy on 
those other two days as we were on the 
day proper.” 

Mr. Ferguson finds people buying 
three and four pairs of shoes without 
batting an eye just as they did back in 
the days of big prosperity. The sale of 
three pairs of $12.50 shoes was not 
uncommon at this event and several 
customers on each of the three days 
went out with five pairs each. Higher 
priced quality shoes have become the 
rule, Mr. Ferguson finds. 
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DF Scholls 
Zino-pads 


Put one on—the pain is gone! 


For CORNS - CALLOUSES 
BUNIONS - SOFT CORNS 










$2.00 Dozen 
Wholesale 





WATERPROOF 
FLESH COLOR 


THIN ora THICK 


$2.80 Dozen 
Wholesale 


BY POPULAR DEMAND! 


Now, with THREE KINDS of Dr. Scholl’s Zino-pads on 
the market — the STANDARD WHITE at 25¢ and the 
New DE LUXE and MOLESKIN at 35¢—the sale of these 
three famous products is soaring. 


And no wonder, for between the outstanding value they 
represent; the almost universal consumer preference for 
Dr. Scholl’s, and the unceasing advertising we are doing 
in the magazines, — and on the air—results like 
these are to be expected. 


THE SCHOLL MFG. CO., inc. 
Makers of Dr. Scholl’s FOOT COMFORT Appliances and Remedies 


213 West Schiller Street, Chicago 
62 West 14th Street, New York City 112 Adelaide St., E., Toronto 


NATIONALLY ADVERTISED RADIO-NEWSPAPERS-MAGAZINES 


When writing advertisers please mention Boot and Shoe Recorder 





















MOLESKIN 


FAVORED 
BY MANY 


USERS 


















$2.80 Dozen 
Wholesale 
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i oo 5S < ——>; @ 
SNOW-WHITE 


—a perfect running mate for 


the WORLD FAMOUS bottle! 


The first real advance in TUBE 
white cleaners — Shu-Milk in TUBE 
form! Actually removes spots’ and 
stains from ALL kinds of white shoes 
—preserving their newness with a 
snowy whiteness that WILL NOT 
RUB OFF! Absolutely safe—is NOT 
A “COVER-OVER.” 


Priced to allow DOUBLE-MONEY 
PROFIT, and backed by the famous 
Shu-Milk “MONEY BACK GUAR- 
ANTEE”; dealers may now place 
ALL white cleaner sales on a HIGHLY 
PROFITABLE basis. 


Order both TUBE and BOTTLE 
TODAY—FEATURE and DISPLAY 
them together to supply every de- 
mand. Our NATIONAL advertising 
is telling countless millions RIGHT 
NOW — directing them to YOUR 

store. YOU SUPPLY THEM 
—Shu-Milk QUALITY and 
SATISFACTION will keep 


them coming back for more. 





Nationally Advertised!! 


@ MAGAZINES @® NEWSPAPERS e RADIO ONLY ONE SIZE 


Millions are now reading SHU-MILK ads in 115 leading NEWSPAPERS, Bottle or Tube_ 


and also GOOD HOUSEKEEPING, COSMOPOLITAN, HOLLANDS, PHOTO- 
PLAY, TRUE STORY, and the AMERICAN WEEKLY. Other millions are 
LISTENING-IN 5 days a week to Shu-Milk BROADCASTS over a group of 
powerful stations of the COLUMBIA NETWORK. 


Cash in on the DEMAND for SHU-MILK—ORDER TODAY—through 
YOUR WHOLESALER. 





*GROSS LOTS. $1.75 per doz. CASE LOTS . $1.85 per doz. 
F R E E (4 cases) (3 doz.) 


Less than case lots. . $2.00 per doz. 
6] 3 F E R Two (2) packages FREE each doz. 
Bottle and lube NOTE: TUBE and BOTTLE orders may be combined for 


better price if ordered in case units. 


Ends July Ist *DOUBLE — YOUR — MONEY 











National Distributors: WALTER JANVIER, Inc., New York, N. Y. 
AMERICA’S LARGEST SELLING WHITE SHOE CLEANER 


When writing advertisers please mention Boot and Shoe Recorder 
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LOCKSTITCH 


LITTLEWAY PROCESS COMPANY 


140 FEDERAL STREET, BOSTON, MASS. 


When writing advertisers please mention Boot and Shoe Recorder 





Busy 
Executives 
Agree on 
The 
COMMODORE 





- 





New York’s finest combination 
of convenience, time-saving effi- 


ciency, comfort and economy 


In the heart of the city’s greatest 
business zone. Express subway 
from lower lobby to all other 


districts 


2000 quiet, restful, outside rooms 


—all with bath—from $3 


RIGHT AT GRAND CENTRAL 


NEW YORK CITY 
all FRANK J. CROHAN, President 
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‘Best Styles in Dallas 


A Dozen Buyers Answer the Question, 

"What Shoe Will you Push as Your 

Most Important Fashion in the Next 
Few Weeks?" 


Daas, Tex.—Answering the question, “What shoe 
will you push as your most important fashion the next 
few weeks?” 13 Dallas merchants replied as follows: 

Baker: “A white linen Regency strap that retains the 
smart high-cut effect with cool cutouts for comfort. 
The center seam and piping and arch strap are of white 
kid.” 


A. Harris & Co.: “An intricately cutout, laced oxford 


| in which colors and fabrics are combined gayly, as 


plain white linen and red shantung linen.” 

Cantilever: “A smooth, soft, white elk, flat-heel ox- 

ford with removable flap tongue. The patterned per- 
forations make it cool enough for the warmest Texas 
days.” 
’ Paul’s: “A new version of the ghillie in peasant 
weave linen, trimmed with stitched brown edges and 
brown calf. Tinted, it is perfect for linen sports 
dresses.” 

Nisley: “A white, buck, medium-heel pump, tipped 
and heeled in brown calf, and trimmed with shooting 
sprays of patterned stitching.” 

W. A. Green Co.: “A flat linen T-strap in alligator 
calf, wide bands around the toe. The fabric is dyeable, 
and the alligator calf is in practically all colors.” 

Sanger Bros.: “Style in a reversed mood—navy linen 
trimmed with white kid in a cool and comfortable T- 
strap sandal with medium heel.” 

Titche-Goettinger Co.: “A dressier version of the 
smart Summer shoe in linen—a white pump with high 
heel in blue kid and blue cutout flowers embroidered 
on the toe.” 

Neiman-Marcus Co.: “White suede, cut in a high 
built oxford, belted with a wide band of brighter-than- 
navy kid that buckles at the side. Perforated for cool- 


ness.” 


Whiddon: “A high heel, white kid T-strap trimmed 
with brown patent leather and brown stitching, and cut 
out to afford the maximum of comfort.” 

_Dreyfuss & Son: “White buck, trimmed in navy kid, 
cut out and fastened with a long arch strap that holds 
it firmly and comfortably to the foot.” 

Volk Bros.: “Lime yellow combined with deep green 
in a low-heel suede sandal, perforated, and trimmed 
with a wide strap that runs up the middle of the arch.” 

LaMode: “A white linen oxford with medium heel, 
with a small tongue stitched to the front of the shoe, 
and trimmed at heel and toe with kid.” 
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WHAT'S DOING IN THE SHOE TRADE 


SATURDAY, MAY 25, 1935 


NATIONAL NEWS 





To Show Hollywood Styles for Fall 


Studio Stylists Will Reveal Advance Trends at Convention 
of California Shoe Retailers Next Month 


Los ANGELES, CALIF.—The California 
Shoe Retailers’ Association convention, 
to be held June 9, 10, 11 and 12, with 
headquarters at the Los Angeles Bilt- 
more, promises to be one of the-most 
interesting, informative and practical 
shoe conventions ever staged on the 
Pacific Coast. Record-breaking atten- 
dance from the entire territory is ex- 
pected, and for the first time in history 
eastern buyers have definitely indicated 
their interest in a Pacific Coast con- 
vention. 

Henry V. Wetherby, general chair- 
man of the convention committee of the 
California Shoe Retailers’ Association, 
says: “The theme for the convention is 
‘Better Shoes Better Sold,’ and the en- 
tire convention has been built around 
this fundamentally sound keynote.” 

The committee, headed by Mr. Weth- 
erby, has spared no time or effort to 
bring outstanding specialists in styles, 
service, and merchandising. Men and 
women whose background and experi- 
ence offer opportunities for practical 
discussion have been secured to lead 
short informal discussions. 

These short, snappy sessions will cov- 
er practically every phase of Fall re- 
tailing, and will be open for questions 
and answers and the discussion of in- 
dividual problems. 

The convention, which officially opens 
on Monday, has its first innovation in 
the informal style conference to be con- 
ducted by Henrietta Morris on Sunday 
afternoon. Miss Morris has worked 
with retailers, manufacturers and stu- 
dios in coordinating correct styles for 
correct costumes and assisting in the 
selection of proper shoes for proper oc- 
casions. 

This Sunday style conference will 
feature an informal round-table discus- 
sion on current style situations and 
their influence on men’s and women’s 
shoes. One of Hollywood’s best-known 
stylists, Murray Mayer of Columbia, 


will illustrate the coming Fall trends 
in women’s clothes by showing his orig- 
inal creations from forthcoming Colum- 
bia productions, yet to be released. 

Beautiful studio models will wear Mr. 
Murray’s creations, and although this is 
not a style show it will certainly be an 
original, practical way of determining 
future shoe styles. 

Monday morning, carrying out the 
convention theme, Paul Jesberg will 
head an open forum committee to dis- 
cuss “Better Shoes Better Sold.” In 
this forum Mr. Jesberg will discuss bet- 
ter merchandise, better service, better 
fitting and better business. 

On Tuesday Harvey C. Pettit, dis- 
play director of J. W. Robinson Com- 
pany, will talk on “The Modern Science 
of Building Sales by Window Display.” 

A style contest will be held on Tues- 
day afternoon, when leading screen and 
social luminaries select a favorite shoe 
from each of these three classifications: 
(1) Utility and sports wear; (2) after- 
noon and informal wear; (3) formal 
and evening wear. 





DATES TO REMEMBER 


California Shoe Retailers Association 
Convention, Biltmore Hotel, Los An- 
geles June 9-10-11-12 


Illinois State Shoe Convention, Leland 
Hotel, Springfield, Ill June 16-17-18 


Ohio Retail Shoe Dealers Association 
Annual Convention, Carter Hotel, 
Cleveland, Ohio June 16-17-18 

Pacific Northwest Shoe Retailers Associa- 
tion Annual Convention, Multnomah 
Hotel, Portland, Oregon June 17-18-19 

Boston Shoe Fair, Hotels Statler and 
Copley-Plaza July 8, 9, 10 

National Industrial Stores Association, 
Ninth Annual Convention, Hotel Wil- 
liam Penn, Pittsburgh, Penna.. .Sept. 9-10-11 

Michigan Retail Shoe Dealers Association 
Convention, Detroit... .Jan. 12-13-14, 1936 





Tuesday evening is the banquet and 
supper-dance in the Biltmore Bowl, 
which will feature the Golden Slipper 
contest. 


Retail Sales Show Upward Trend 


New YorkK—Shoe sales here are now 
showing a decided increase. Due to the 
forcing of an earlier white shoe season, 
merchants expect a bigger volume in 
white shoes. This would have started 
earlier but for the prolonged cold 
weather. White shoe sales now, at the 
beginning of the season, are beginning 
to constitute a large percentage of 
gross sales. 

All whites are running way ahead of 
the combinations in retail sales. In 
women’s shoes, blue kidskins in specta- 
tor and strap types are still selling big. 
The combinations in women’s shoes, it 
is predicted, will be led by brown and 
white, with blue and white a close sec- 
ond. Black and white in both men’s 
and women’s shoes will be less popular 
this year, brown and white taking the 
lead in combinations in men’s shoes, 
although black and white are expected 
to sell better in men’s shoes than in 
women’s. 

Shoe retailers in New York are op- 
timistic about prospects for the coming 
Fall season, and predict it will be one 
of the largest in several years. 


James W. Harty Returns 
to Coward's 


New York—After an absence of five 
years, James W. Harty has returned 
to the Coward Shoe Company and is 
now connected with their store at 270 
Greenwich Street, New York. Up to 
the time of his leaving five years ago, 
Mr. Harty had been with the company 
for 35 years, and had seen the business 
grow from two small shops to its pres- 
ent magnitude. 

Prior to his return, six weeks ago, 
Mr. Harty toured the West and Middle 
West. He said he observed that the 
shoe business is much better in New 
York than in some parts of the West, 
being much more stable and having 
fewer mark-down sales. 
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Calling the Roll of Fall 
Shoe Materials 


[CONTINUED FROM PAGE 19] 


shown in kid. Both are beautifully 
adapted to the simpler treatments that 
are coming in so strongly in better 
shoes. 

Grained leathers is a term that 
covers a lot of ground. For tailored 
shoes, boarded calfskin, crushed and 
embossed calfskin and kid, pig skin, 
buffalo, seal are all being shown. But 
with reverse calf as important as it 
is, it is inevitable that there should be 
fewer of these grains and grained 
effects. No longer a special promo- 
tional feature, they still have their 
place in sports and walking shoes, 
especially in combination with plain 
leathers. Another’ surface - interest 
leather that should not be overlooked 
is alligator, of limited volume because 
of its price, it is very significant as a 
medium for high-style walking shoes, 
particularly on low heel lasts. The 
bright browns and the Oriental colors 
will be promoted as a fashion feature 
in alligator. 


Two Clean-Cut Classes 


And then to the dress and semi-dress 
types of materials. The dividing line 
between tailored shoe materials and 
dress shoe materials is more clean cut 
than ever before, as tailored shoes get 
sturdier and dress shoes more delicate 
and formal. 

Fabrics come first in point of timing. 
Almost every store will have some 
fabrics for midseason and early Fall 
selling. Unquestionably fabrics are 
less important in the high - price 
brackets than in the middle and lower 
ranges. Also, without question, they 
will have their biggest play in sec- 
tions of the country that have a long 
Fall. Fabrics cannot be expected to 
repeat their Spring success. They are 
not as logical for Fall as they are for 
Spring. But they have established 
themselves as staples among many 
women who like their lightness on the 
foot, their flattering dull texture, and 
who learned last Winter that they can 
wear fabric shoes under galoshes. 


Trimmed Fabric Shoes 


Many of the first fabric shoes will 
be trimmed with patent leather, as well 
as with calf and kid. Patent is tre- 
mendously important as a trimming. 
For a few high style stores it will 
figure as an all-over leather as well, 
in simple, tailored treatments. 

Kid gets the volume votes for dress 
and semi-dress shoes in fashion mer- 
chandise, and will, of course, be the 
feature leather for comfort shoes. 
From July 15 to September it should 
be especially popular because it will be 
bought to wear with carried-over 
Spring suits. 

Two points are important about the 


suede season. Retailers are realizing 
that it’s a mistake to promote suede 
too early—and just as much of a mis- 
take to clear it all out in October. 
While the weather is still warm is not 
the best time to feature suede. And 
just because it’s October by the calen- 
dar is no real reason for cutting prices. 
Suede is the logical leather for dress 
shoes to go with the smoother, more 
formal surfaces of the new dress coat- 
ings, and should be featured at the 
time—and all through the time that 
these coats determine a woman’s choice 
in shoes. In many stores suede shoes 
are never completely out of stock. 
Suede can be merchandised as a year- 
round leather. 

In suede colors, the brighter browns 
should be considered, after black and 
Indies. A few navy suedes belong in 
the early season picture as a carry- 
over color for Spring costumes. Dark 
green is the novelty color that looks 
the most promising in suede, because 
green as a formal coat color has a good 
chance of success. 

These new printed suedes (demi- 
suedes, semi-suedes, embossed suedes or 
whatever name you know them by) 
present a special problem. The feeling 
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is that they will be featured in volume 
types rather than high fashion shoes, 
for this reason. Plainer shoes are in- 
dicated in the high-price ranges. 
Subtle and intricate stitchings are the 
trimming note that these manufac- 
turers and these retailers are promot- 
ing. They believe that fine detail is 
logical because it commands a higher 
price. You can’t have fine detail with 
a novelty material. There will be some 
printed suedes shown in all price lines 
because they are new and attractive. 
Their greatest appeal will probably be 
in shoes under $6.50, and that means 
a lot of shoes! 


Luncheon for Employees 


WoRCESTER, Mass.—The Melville 
Shoe Co. of this city entertained 200 
members of the accounting and gen- 
eral office staff at a luncheon at the 
company’s headquarters at 44 Ham- 
mond Street. William J. Cobb, vice 
president of the firm, presided and 
awarded service buttons to several em- 
ployes. Officers of the company located 
at this office and at New York were 
present. Cigarette lighters were given 
to the men and compacts to the women, 

In the evening, the firm presented 
an entertainment at the Bancroft 
Hotel, featuring Billy B. Van of New- 
port, N. H., as the guest speaker. 





Bobay Shoe Store Recently Rebuilt 


arene anette tmesacipioming: a 


hs ~enegrntle maewineen shone 


Above is illustrated the interior of the recently rebuilt and decorated establishment 
of Bobay Shoe Expert, Inc., at 121 West Wayne Street in Fort Wayne, Ind. The dis- 
play units in the store are very attractive, featuring indirect lighting. The chromium 
plated tubular furniture is air-cushioned. The project, according to visitors at 
the store, has tranformed it into one of the most modern and beautiful establishments 
of its kind in the Middle West. Bobay's have had the same location for fourteen 
years. They feature only quality footwear. A. J. Bobay is president and manager, 
Ed Hall assistant manager of Bobay Shoe Expert, Inc. 
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Perpetual Inventory Assures an Increased Profit 
...and Lowers Your Insurance Cost... 


Recorder Stock Record Cards Supply a Perpetual Inventory 


F BOOT & SHOE 
[RE EC ‘CORDE R 
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Helps you to “buy 
as you sell” 

‘now whether eacb 
shoe is paying its 
way with a profit, 
to go light on slow 
movers, to re-size 
frequentlyon 
wanted style and 

sizes. 


Do Business More Efficiently by Installing the Recorder Stock Record Card System 


MERCHANTS SERVICE Bap geruaes 
cas be AND SHOE RECORD 


be Sire Stree, Cheat, tll DEALERS, CHICAGO AREA: 


tlemen : 
) Please send me samples and oriees of your Steet 
and Dally Sales Card Record. 


Personal service available on above subjects—also in 
merchandise promotions—at nominal cost. 





When writing advertisers please mention Boot and Shoe Recorder 
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Bowman Bros. Open Twelfth Store 


Attractive exterior view of the new store opened last month by Bowman Bros. in DeKalb, Ill. 
The front is an exact duplicate of the Bowman store in Dixon, Ill. The firm operates twelve 
stores in various Illinois cities, with general offices at Monmouth, Ill. 





Former Schmidt Credit Manager 
Resumes Post with Schorn 


DETROIT, MicH.—In the reorganiza- 
tion of the tannery business founded by 
the late Carl E. Schmidt in 1897 and 
now operating under the name of N. J. 
Schorn & Co., the position of credit 
manager and chief accountant has been 


J. A. HENK 


filled by the appointment of Joseph A. 
Henk to this important post, which he 
formerly held in the Schmidt organiza- 
tion. This appointment is in line with 
the policy of Mr. Schorn to reassemble 
the personnel which functioned so suc- 
cessfully in carrying forward the 
Schmidt traditions. 

On Sept. 15, 1903, under instructions 
of Mr. Schmidt, Nicholas J. Schorn, 
now head of the successor company, se- 
lected Mr. Henk as assistant bookkeep- 
er. Mr. Henk was then only 16 years 
old. In the years that followed, through 
close application and study, Mr. Henk 
developed his knowledge of the statis- 
tical department of the business to a 
degree where he was recognized as one 


of the ablest cost accountants in the tan- 
ning industry. It was natural, therefore, 
when the chief accountant retired in 
1917 that Mr. Henk should succeed to 
his position. He was also made credit 
manager. In this responsible positiop, 
through the history of the management 
of Mr. Schorn, Mr. Henk had the re- 
markable record of less than one-tenth 
of one per cent in losses due to bad 
debts. 

The rehabilitation of the tannery is 
progressing rapidly, and small lots of 
skins will be started through the tan- 
nery in the course of the next few days 
to “reseason” vats and equipment. 


Col. Mercer Recovers 


PoRTSMOUTH, OHI0—Colonel A. L. 
Mercer, president of Vulcan Corpora- 
tion, who has been recuperating at 
Battle Creek, Mich., from a recent ill- 
ness, is fully recovered and is back at 
his desk. Colonel Mercer will be pretty 
busy for a time checking up on Vulcan’s 
many interests. He says the boys car- 
ried on splendidly during his enforced 
absence. 

W. L. Belcher, stylist for Vulcan, is 
spending some time in Boston and 
vicinity looking over the newest crea- 
tions and spending some time at Vul- 
can’s Brockton plant. 

Frank Allen, national wood heel 
representative of Vulcan Corporation, 
was a New England and New York 
visitor this week. He reports a grati- 
fying reception to his promotion work. 


To Open New Store 


WESTON, W. VA.—Morris Freeden- 
berg has withdrawn from the partner- 
ship of Freedenberg & Company and is 
planning to re-enter business here un- 
der his own name. He has arranged to 
occupy a store with completely re- 
modeled interior and a modern store 
front. In addition to men’s, women’s 
and children’s shoes he will handle a 
complete line of men’s and boys’ hats, 
clothing and furnishings. 
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New Type of Rubber Heel 


CHELSEA, Mass.—A new type of heel, 
known as the Panco Sta-Tite, has re- 
cently been patented by the Panco Com- 
pany. 

This heel is provided with a woven 
wire nailing screen at the attaching 
face. The use of this screen is said to 
have many important advantages. It 
permits driving of the attaching nails 
at random or in locations best suited 
to each manufacturer; it provides a se- 
cure and immovable anchor for the heel 
which prevents loosening or play of the 
heel during use; it secures a tighter 
and more complete edge seal than is 
normally attainable; it permits the for- 
mation of the heel tread face without 
openings, making an unlimited range of 
designs available; and, last but not 
least, it makes available to the user 
substantially the entire thickness of 
the rubber heel before replacement is 
necessary, and with a resiliency only 
possible of attainment when the heel 
body is composed of live resilient rub- 
ber free from hard and non-elastic 
materials which necessarily lower the 
resiliency and partially defeat the pur- 
pose of the rubber heel. 

From the standpoint of the shoe 
manufacturer, due to its ease of appli- 
cation; of the retailer, due to its trim- 
fitting, attractive appearance, and of 
the user, due to its long life and highly 
resilient qualities, this new heel is con- 
sidered a major step forward in the 
rubber heel industry. 


New Shoe Fabric Developed 


New York City—The Cedar Cliff 
Silk Company, Inc., 357 Fourth Ave- 
nue, have developed a new Fall shoe 
fabric called “Moire Russe.” This 
fabric has been presented only recently 
but there has not been as wide an ac- 
ceptance of any fabric for a number of 
seasons. 

This fabric is strictly for street wear 
shoes and it is being styled in numerous 
combinations, all with leather. The 
colors of this fabric are black, brown, 
blue, Oxblood, and Araby Green, all 
matched exactly to the accepted leather 
colors for perfect harmony. It is also 
presented in white for evening wear 
which will come later in the season. 

The name “Moire Russe” is a reg- 
istered trade name covering this design 
and can only be obtained directly from 
the Cedar Cliff Silk Company’s sales 
rooms in New York City, Boston, St. 
Louis, Milwaukee, and Cincinnati. 


Promoted to Manager 


INDIANAPOLIS, IND.—L. D. Fox, for 
the last six years assistant manager 
of Nisley’s Shoe Store, 44 North Penn- 
sylvania Street, has been advanced to 
the position of manager. Alfred Shutt, 
former manager, has been made direc- 
tor of advertising at the home office 
in Columbus, Ohio. 
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‘ Fashion World Moves On 


“LET FREEDOM REIGN!” That’s 
the modern women’s command 
to fashion designers. Smart 
clothes must be comfortable. 








Photo Courtesy 
DuPont Rayon 
Company 








... AIR/STEP 


STYLE SHOES FOR WOMEN 





TO RETAIL ... bring to feet the freedom and comfort without resort to conservatism 
AT that characterizes modern style in dress. It is an innovation in style shoe 
$ ) construction that is winning acclaim from Coast to Coast. 

Air-Step cushions every step. Hard sidewalks are turned into soft carpets. 
To thousands of women there has come an incredible foot freedom that 
is a thrilling experience. High heels, slim lasts, novelty patterns and other 
style details no longer spell foot troubles for style-minded women. 

It’s easy to understand why Air-Step is creating the most enthusiastic group 
of customers in the history of the $5 price range. Be sure your plans for 
Fall include this revolutionary line of style shoes. 


Wraww aoe GowngQoiy MANUFACTURERS * SAINT LOUIS 


Note: Brown Shoe Company Owns Exclusive United States Rights to Manufacture These Shoes 
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hospitality a very personal 
consideration has made the 
Bellevue, your home in 
Philadelphia, one of the 


World’s best known hotels. 
é Rates Begin at $3.50 


BELLEVUESTRATFORD 


CLAUDE H. BENNETT, General Manager 


NEW YORK 


Building. 





























One block from Pennsylvania 
R.R.Station and Empire State 
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In New York 


$ 


2 FOR ROOM WITH BATH 


584 large, attractively furnished rooms, 
with private bath...from $2 single and 
$3 double, with running water...from 
$1.50 single and $2.50 double. Home of 
the new Garden Restaurant and the fa- 
mous Cafe Bar Martinique. Direction: 
American Hotels Corporation. J. Leslie 
Kincaid, President. George H. Wartman, 
Supervising Manager. 


ecient 


BROADWAY AT 32ND STREET 
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Codes Limited to Interstate 


Present Intent to Consolidate Industry Under Master Codes 
Following Extension of NRA by Congress 


WASHINGTON, D. C.—Hearings which 
will greatly modify NRA jurisdiction 
over the boot and shoe industry will get 
under way shortly after Congress 
formally votes extension of the Na- 
tional Industry Recovery Act. The law 
expires, by its own terms, June 16. 

Faced with the certainty that Con- 
gress would delay final action, but with 
assurance that the Act in some form 
would be continued in force, Chairman 
Donald Richberg of the NRA board has 
planned the meetings and selected the 
high points for consideration. The time 
element involved made foresight neces- 
sary. 

Elimination of many codes hinges 
upon whether the industries involved 
touch on all fours, a definition of “in- 
terstate commerce” which must first 
be set up within the limitations of the 
law as now administered by federal 
departments, and further limited by 
the new NIRA as written by Congress. 
If the industry measured by these 
standards is “interstate,” it will con- 
tinue to have some degree of federal 
participation in its system of self- 
government; if it is not, and assuming 
that Congress does not enact labor reg- 
ulations of general effect, Washington 
control will cease. 


The Blue Eagle, which only a few 
months ago was considered a likely 
subject for the legislative chopping 
block, gradually moved into a position 
where practically the only important 
ground of difference was the period for 
which it should be extended. Its ex- 
tinction was urged only by a compara- 
tively weak block of archfoes. Its 
realm of control, it was agreed on all 
sides, was to be restricted to industries 
operating in interstate commerce, or to 
those trades which, apparently local 
in scope, directly affect business in 
other states. 

It is for the purpose of determining 
the exact bounds of the latter that a 
definition must be drawn. The law as 
interpreted by the Supreme Court of 
the United States in the “sick poultry” 
case will be a controlling factor in this 
respect, while administration of the 
Interstate Commerce Act by ICC also 
will furnish precedent. The Interstate 
Commerce Commission has held, with 
the ratification of the Supreme Court, 
that a commodity, or a service, need 
not necessarily move across a state line 
to constitute interstate commerce, and 
It is this administrative vignette that 
may cause difficulty. 

[TURN TO PAGE 85, PLEASE] 


A. R. Hanson Joins Selby Staff 


PORTSMOUTH, OHIO. — In line with 
their plans of closer dealer cooperation 
and dealer identification, The Selby 
Shoe Company, Portsmouth, Ohio, man- 
ufacturers of women’s quality shoes, 
have placed A. R. Hanson in charge of 
advertising. 

For 20 years Mr. Hanson helped to 
give Florsheim shoes their nation-wide 
popularity through fine advertising. He 
brings to Selby a well-tested experience 
in producing the modern, acceptable 
types of advertising which the dealer 
likes to use in focusing national adver- 
tising on his store and merchandise. 
The Selby plan has been laid out to 
concentrate more than ever before on 
giving more active dealer assistance, 
devoting special attention to each of 
their lines—Arch Preserver, Styl-Eez, 
Tru-Poise and Aristocraft. 

Extensive national publicity for Fall 
is already in preparation. With Mr. 
Hanson’s. reputation for high-grade 
work, Selby dealers can look forward 
to a program of cooperation that will 
mean increased prestige and sales of 
Selby shoes. 


Spring Run Ahead of Last Year 


CINCINNATI, OHI0—Stix, Altman, 
and Weiner, Cincinnati, Ohio, now in 
its third year, is running at 2000 pairs 
per day. Richard Stix says their sales 
for the Spring run were 50 to 60 per 
cent greater than a year ago. 
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Codes Limited 


[CONTINUED FROM PAGE 84] 


Chairman Richberg views the forth- 
coming proceedings as a movement 
into the third phase of NRA. The 
first was the writing of codes, which 
has heen completed; the second was 
enforcement, which has progressed at 
least to the point of setting up the 
necessary machinery; and the third is 
revision, which was contemplated in 
the original draft of the law and its 
early administration. 

In early prospect is an era of code 
consolidation. This is intended to sim- 
plify administration, wipe out over- 
lapping as a result of which some con- 
cerns have had to operate under several 
compacts and contribute to the support 
of several code authorities, and to pre- 
vent certain types of unfair practices 
which have come in the wake of too 
many individual codes. Master codes 
are planned with subdivisions written 
to meet the needs of varied trades 
which come under one general head. 

Irrespective of the powers extended 
to the recovery administration by 
Congress, enforcement will proceed 
upon a much modified plane. NRA no 
longer intends to hale into criminal 
courts, members of industry who violate 
procedural requirements or offend 
against certain unfair trade practices, 
but will invoke the penalizing powers 
of the Federal Trade Commission, 
which involves issuance of “cease and 
desist” orders. Criminal court actions 
are to be employed only in violations 
of labor regulations, fraud, bribery and 
false advertising, Chairman Richberg 
announced. 

The stigma of Blue Eagle with- 
drawal also will be spared codified in- 
dustries. Heretofore, the insignia has 
been withdrawn for such offenses as 
failure to file proper reports with code 
authorities, but the new program re- 
stores it to the function for which it 
was originally intended—that of sym- 
bolizing compliance with the principles 
of NRA. 

Uncertainty as to where the jurisdic- 
tion of the trade’s associations and the 
recovery administration begin and end 
is another matter headed for clarifica- 
tion. As stated broadly by Mr. Rich- 
beg, the code elements which involve 
compulsion will be within the sole 
province of the government, and those 
which are matters of agreement among 
members of an industry are subjects 
for trade association supervision. 

Since no schedule of hearings has 
been prepared as yet, no forecast can 
be made as to when the boot and shoe 
codes will come before NRA for con- 
sideration. It is certain that several 
months will be required to cover the 
entire field. In the meantime, a situa- 
tion not greatly dissimilar to that 
which existed in the days when the 
code was being originally drafted will 
exist, with the exception that the pres- 
ent code will stand in much the same 
position as the President’s Reemploy- 
ment Agreement did at that time. 
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BURNING CALLOUSES 


4 out of 5 women who 
enter your store are tortured 
by metatarsal callous pains. 
That means 80% of your cus- 
tomersare potential buyers of 


Build extra sales, extra prof- 
its, quicker sales, minimize 
returns and complaints on 
shoes that cannot be fitted 
properly without Trimfoot. 
Trimfoot provides a maxi- 
mum of foot comfort instantly. 


into 


PROFITS 


Made from the finest 
quality full grain, 
gray finish cowhide. 
Easily applied 
in a few seconds. 
Sticks in position as 
long as the shoe lasts. 
List Price, 

$6.00 Dozen Pairs 
Retail Price $1.00 Pair 


SALES TIP: 
When no shoe in stock 
seems to fit... just T. O- 
TO TRIMFOOT and 

save the sale! 

e 
Order a few trial pairs now! 
Write today for FREE Booklet, 
“Here's How”. 


WIZARD COMPANY ° Wasnt incian 


Canadian Distributors: Canadian Specialties, Lid., 49 Sanford Ave. S., Hamilton, Ont. 
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Children's Footwear 
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MRS. DAY’S IDEAL BABY SHOES 
Infants’ Soft Soles.. 0- 
Intermediates 1-5 
Flexible Hard Soles 2-6 
Send for In-Stock 
Catalog 





MRS. DAY’S uy BABY 
Locust St. 








Danvers, Mass. 





White Elk 
Tan Elk 
Black Elk 
Patent 








Sizes 

ane Bres. ps 
Mfg. Co. 4 Bee 
Phila. = $1.60 
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Men's and Women's 
Slippers 
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EVANS’ SLIPPERS 
Hand turned — Cement 
Padded Sole 
For Men, Women, Children 
77 Styles in Stock 
Send for Catalog 

No. 1435R 


Tan Kid. 
Hand Turned. 
-13. C. D.-EE 


“Ss ff 
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L. B. EVANS’ SON CO. A 
Wakefield, Mass. 
To Sell Meta-Poise Shoes 

CoLuMBuUs, OHIO.—B. H. Crompton, 
sales manager of The H. C. Godman 
Company, has appointed the following 
sales staff to assist him in the distribu- 
tion of the-company’s new line of Meta- 
Poise shoes: 

John C. “Jack” Clark, formerly with 
Dunn & McCarthy, will cover Iowa, 
Colorado, Kansas, Arkansas, Nebraska, 
Oklahoma and Wyoming. 

Bert Bishop, formerly with the Rice- 
O’Neil Company, is to cover Minnesota, 
Wisconsin, North and South Dakota 
and Montana. 

Henry Niemann, formerly with Dunn 


& McCarthy, is to travel Indiana, II- 
linois, Michigan and Missouri. 
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Chicago Stores Prepare for Summer 
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White Shoe Business Opening Up in a Promising Way, With Blues 


CuHicaco—“Bucks and fabrics in 
whites will be our strong leaders this 
Spring and Summer,” says George W. 
Teters, manager of the Palmer Boot 
Shop. “A good proportion of our 
styles will fall into the extreme novelty 
class, of which sandals will account for 
perhaps as much as 50 per cent.” 

A two weeks’ sale is now in progress 
at this store to clean up all dark colors. 
This sale is held expressly for the pur- 
pose of clearing the shelves and stock 
room of every vestige of outseason 
stock. Mr. Teters’ policy is to start 
each season with only that season’s 
merchandise on the shelves. 

Mr. Teters is featuring an advance 
showing of a white buck slim oxford 
with brown fox and tip at $5.90 in the 
window. Just a hint of what the new 
styles will be until the hot weather 
forces the blues, browns and blacks out 
of the windows to make way for an 
unbroken vista of whites and bright 
fabrics. 

White kids and fabrics are the pre- 
dominant choice of customers at Sears 
State Street store. Joseph Langley, 
shoe department manager, says whites 
have accounted for 25 per cent of sales 
volume since shortly before Easter. 


Still in Good Demand 


Blue, blue and more blue, Mr. Lang- 
ley says, tell the story of colors during 
the Spring, and these colors continue 
in demand. A very conservative punch 
tie blue oxford with white stitching and 
pinhole perforations lead all other num- 
bers in the $5 class. 

Blacks at Sears are almost out of 
the running and have been for some 
time, with brown not faring much bet- 
ter. A trimmed brown pump is still 
outselling all other styles in both the 
$2.95 and $5 classes. 

In the whites Mr. Langley has 
stocked heavily for hot weather are 
three outstanding numbers to sell at 
$4. One is a white one-piece seamless 
fabric tie oxford with kid heel fox, lay 
stay and tip. It is a classy number of 
substantial strength and conservative 
lines. This will be shown also in blue 
and gabardine. 

A plain seamless white doeskin pump 
with 20/8 covered heel, devoid of trim, 
will undoubtedly be the leader, Mr. 
Langley says. It is stocked in AAA to 
C, also in beige. 

The third leader Mr. Langley has 
picked is a slack heel sandal of Bucko, 
white lined, to sell at $2.95. These are 
offered in white, blue and red. 





Gordon A. Spring, for the past sev- 
eral years with the Pennant Shoe Com- 
pany, will represent the Meta-Poise Di- 
vision in New York State, Pennsyl- 
vania, Ohio, West Virginia and Ken- 
tucky. 

Carl O. Johnson, formerly with the 
Red Cross Division of the United States 
Shoe Company, will cover California, 
Nevada, Oregon and Washington. 

This line will be handled through 
regular retailers. Plans call for a daily 
production of 1800 pairs at the start. 
The sales conference was held at the 
Godman offices recently, and the men 
have left for their territories. 





Selby Profits Over Half Million 


PORTSMOUTH, OH10—Gross profit of 
the Selby Shoe Company for the year 
ending March 31, 1935, totaled $1,765,- 
605.53, according to the profit and loss 
statement, which also shows a net in- 
come of $546,896.89, after provision for 
Federal taxes. 

Total assets of the company, includ- 
ing current and non-current assets, 
plant and equipment, are shown on the 
balance sheet at $8,046,448.54. 





Leases New Store 


NEWARK, N. J.—Maurice P. King, 
trading as the Comfort Shoe Shop, has 
leased the store at 147 Academy Street 
to expand his business. Since Novem- 
ber he has had space on the second 
floor of the same building. 





ORDERING SHOES, 1935 STYLE 


A few days ago the big Clipper Ship of the 
Pan American Airways reached California on 
a round trip from Honolulu. 

On board was an order from the Pan Pacific 
Shoe Store in Honolulu, Hawaiian Islands, to 
the Jarman Shoe Company in Nashville, 
T , for a shipment of "Friendly" shoes. 

Just one week from the time the order was 
mailed it was received at the Jarman factory 
in Nashville, T: see, a dist. of nearly 
5000 miles. 

The use of airplanes in spanning the ocean 
demonstrates the speed with which modern 
business moves. 











Admits Starting 90 Fires 


SEATTLE, WASH.—Mystery of the fire 
to the Curran-Greene Shoe Co. of 
Seattle is now cleared up with the 
arrest of the greatest incendiary this 
city has ever known. Robert Bruce 
Driscoll, 45 years old, has confessed to 
setting fire to the shoe company and 
burning the building and contents, and 
to 90 other fires in the city in the past 
2 years, causing more than a half mil- 
lion dollars fire loss. He had an anti- 
capitalist complex, and satisfied a 
“down with the bosses” urge by start- 
ing the 90 fires. When arrested by the 
police, he readily admitted his destruc- 
tion of capital and is proud of his 
2-year record of 90 fires—much to the 
chagrin of the fire insurance companies 
of Seattle. 
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TRADE MARK REGISTERED 
@ 


Foot health is largely a mat- 
ter of foot comfort. Because 
of their permanent flexibil- 
ity and cool, cushioning 
resilience, Van Tan inner- 
soles are a notable improve- 
ment in the making of more 
comfortable footwear. 


Ask your manufacturer, 
or write us for the facts. 


VAN TASSEL 
LEATHER COMPANY 
NORWICH, CONN. 


also manufacturers of 


LEATHERPLUS 


completely waterproofed outersoles 








Godman Presents New 
Corrective Line 


COLUMBUS, OHIO.—The H. C. God- 
man Company, operating shoe manu- 
facturing plants in Columbus, Lancas- 
ter, Logan and Xenia, Ohio, have de- 
veloped an original idea in corrective 
type footwear which is being presented 
to the trade under the new registered 
trade name “Meta-Poise” shoes. 

While unique in design, the princi- 
pal feature of Meta-Poise shoes is the 
metatarsal pillow, which is patented, 
and the exclusive manufacturing rights 
are held by The Godman Company. 
This feature provides an adjustable 
tread base that conforms to individual 
foot requirements. It elevates the foot 
in the metatarsal area, assuring natu- 
ral foot balance on the normal weight 
bearing plane. 

Meta-Poise shoes come as a result of 
years of study of human feet. The 
Meta-Poise pillow enables the modern 
shoe fitter to overcome the common 
complaints of metatarsal trouble so 
prevalent today in the feet of American 
women. 

Meta-Poise shoes are constructed 
with a self-adjusted pocket on the in- 
nersole. This is filled with fine lamb’s 
wool, forming a resilient pillow which 
acts as a shock absorber for the digital 
nerves and blood vessels of the foot. 
It promotes the natural gripping action 
of the toes and free muscular play of 
all of the arch and foot muscles. 


Meta-Poise shoes are being manufac- 
tured in the Xenia, Ohio, plant. The 
plant has been completely remodeled, 
every new and modern development in 
shoe machinery being in use. The plant 
has attracted numerous visitors from 
all over the country interested in mod- 
ern shoe factory set-up. Located in the 
Cincinnati district, the personnel is 
skilled and experienced in the making 
of high-grade corrective footwear. The 
Meta-Poise factory was placed in op- 
eration very early in the year, and has 
been doing considerable experimental 
work. Since May 1 all facilities have 
been devoted exclusively to the manu- 
facture of this new line. 


Charles Delbert Nevins 


BROCKTON, Mass.—Offices of the 
W. L. Douglas Shoe Company here were 
closed Tuesday afternoon, May 14, dur- 
ing the funeral services for Charles 
Delbert Nevins, treasurer of the com- 
pany, who died suddenly Sunday, May 
12. After prayers at his home, 59 
Highland Terrace, formal services were 


’ held in the First Parish Congregational 


Church, followed by interment in the 
Melrose Cemetery. 

Mr. Nevins had been identified with 
the Douglas company for 45 years. His 
employment began as an office boy and 
he worked his way upward to the ex- 
ecutive position which he held at the 
time of his death. He was at one time 
also vice-president of the company, but 
with the reorganization of the concern 
he was relieved of these duties. 

He leaves his widow, Mrs. Winifred 
Livingston Nevins; a son, Delbert Nev- 
ins, Woonsocket, R. I.; and two daugh- 
ters, Miss Barbara Nevins, a student at 
Abbott Academy, and Miss Phyliss Nev- 
ins, who attends the Lincoln junior 
high school, Brockton. 

Mr. Nevins was born in Mills County, 
Ia., but when he was eight years old 
his parents moved to Mansfield, this 
state. Later they lived in Abington and 
finally in Brockton, where he obtained 
most of his education. 

He was connected with the Paul Re- 
vere Lodge, Satucket chapter, the 
Brockton Council, the Bay State Com- 
mandery, Knight Templars, all of 
Brockton; Boston Lafayette Lodge of 
Perfection, the Giles Fonda Yates 
Council of Princess of Jerusalem, the 
Mt. Olivet chapter of Rose Croix, the 
Massachusetts Consistory and Aleppo 
Temple. 

He was also a member of the Com- 
mercial Club, Kiwanis Club, the old 
Algonquin Club, and the Twenty Asso- 
ciates, all of Brockton. 


Gain in Sales 


CINCINNATI, OHIO—F. X. O’Brien, 
vice-president and salesmanager of 
the Krippendorf-Dittman Co., Cincin- 
nati, Ohio, reports a gain a sales of 41 
per cent for the Spring season as com- 
pared with the same period in 1934. 
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Color Accents in Sport Shoes 


New ORLEANS, La.—Color accents 
on sport shoes are seen in the shoe de- 
partments of the various department 
stores and exclusives here. 

Seen at the Marks Isaac’s Company 
is the new peasant type shoe which has 
a wide and comfortable last. Low- 
heeled, in reverse calf, in red, green 
and bright blue, used alone, or in com- 
bination with white or brown. 

Chandler’s Shoe Shop is putting 
much stress on pumps for spectator 
sports wear. Featured is a streamlined 
rough leather pump, extensively per- 
forated, with a built-up heel. 

The Imperial Shoe Store, distribu- 
tors of I. Miller shoes, is showing 
ghillies and kilties in the Spectator and 
active sports field. 

Baker’s is promoting the low-heeled 
sandals which are new in the sporting 
ranks. 

Godchaux’s, representatives of Walk- 
Over shoes, is offering the oxford which 
is always in demand for active and 
spectator sports wear. 


Opens New Sample Room 


NEw YorK— The Footwear Monc- 
gram Company, manufacturers of 
tongues, monograms, etc., has opened 
new sample rooms in the Marbridge 
Building, New York City. Edward 
Perez, president, with his partner, A. J. 
Pettus, invite anyone in the shoe trade 
who is interested to come in and see 
their new rooms. 


Giving Satisfaction Builds 
Business 


OMAHA, NeEB.—By guaranteeing a 
perfect fit and then standing behind 
that guarantee, G. A. Peck, manager 
of the Brandson Shoe Store, located on 
the first floor of Brandeis Stores, has 
built his shoe business up to an aver- 
age of 140 pairs a day. 

“We aim to give satisfaction,” he 
states, “and we promise the women who 
come into our store that they will be 
fitted perfectly or we will give them 
another pair of shoes. Then we live 
up to our word. If a woman brings 
back a pair of shoes and says they 
do not fit we do not argue with her. 
We simply fit her foot again. 

“In the case of self-fits we do the 
same thing. We mark the shoe inside 
to show that the mistake is not the 
salesman’s error but when she brings 
them back we fit her over again. We 
create good will this way and con- 
fidence. In the long run, it proves the 
most satisfactory method. You can’t 
fit people wrong and expect to have 
a good business. Since we instituted 
this policy our business has grown 
rapidly. We are now selling 140 pairs 
a day.” 

The Brandson Shop is now adding a 
new shoe to their line—the Air Step 
which will sell at $4.95. Mr. Peck 
looks for large volume in this shoe, 
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Riding Boots 
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RIDING 
okek gs 


IN-STOCK 
For Men, Women and 
Children —also 
Jodhpurs and Field 
Boots 








J. M. CONNELL 
SHOE CO. 


80. BRAINTREE 
MASS. 





Write for Catales 





Write for Catalog X 


H. J. JUSTIN & SONS, Ine. 


















LARGEST 
BOOT STOCK 


in America 
Domestic and Imported 
For Immediate Delivery 
Men, Women & Children’s 
Boots for Riding 
Field, Hunting, Aviation 
Also Jodhpurs & Jodgores 


Complete Catalog 
R-7 on Request 


COLT 
CROMWELL CO. 
1239 Broadway 
New York City 














Teeple Production Gains 


WauPuN, Wis.—Teeple Shoe Com- 
pany shoe production was up through 
the first four months of 1935 23 per 
cent over 1934. In sales the increase 
was up 26 per cent. There is every 
indication of a very heavy booking for 
Fall during the next six weeks, in 
view of the rapidly advancing market 
in both sole and upper leathers. It ap- 
pears that these advances are well 
founded, and that before very long 
they will be reflected in wholesale prices, 
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Foot-Fitting Specialist 





GEORGE DAME 


Mr. Dame, who has achieved a reputation 
through lecture work on foot health, and who 
has looked after the shoe requirements of 
many large educational and religious institu- 
tions in the state of Wisconsin, has recently 
joined the Foot and Shoe Research Depart- 
ment of the Musebeck Shoe Company, Dan- 
ville, Il. 


High Peaks of Shoe 
Employment 


WASHINGTON, D. C.—Claiming em- 
ployment and payroll gains in the boot 
and shoe industry under the Blue 
Eagle, the Department of Labor has 
submitted statistics which indicate sub- 
stantial advancement in January, 1935, 
as compared with March, 1933. 

The Department concedes, however, 
that in both respects the more recent 
figures fall below the depression era’s 
highpoint, which was August, 1933, 
insofar as employment in concerned, 
and March, 1934, with respect to pay- 
rolls. 

When the New Deal was inaugurat- 
ed in March, 1933, the boot and shoe 
trades were employing 186,700 workers 
with a payroll of $2,382,000. In Janu- 
ary of this year, 199,700 workers were 
employed, receiving a total of $3,- 
242,000. 

In August, 1933, 213,000 hands were 
employed, and in March, 1934, payrolls 
totaled $3,764,000. Those were ‘the 
peaks of the two years period. 








Opens New Store 


New York CitTy.—Whitehouse and 
Hardy, Inc., New York, have opened 
a new store on Madison Avenue be- 
tween Forty-third and Forty-fourth 
Streets. They are stocking the Johnson 
and Murphy line of shoes, as they have 
for the past 35 years. 

W. L. Moran, who managed their 
store on Broadway and Fortieth Street, 
is managing the new store on Madison 
Avenue. 
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Sells 25,000 Pairs at 
Retail in One Day 


New YorK—Five thousand 
tomers waited, before opening time, 
for the doors to open for the sale of 
25,000 pairs of women’s shoes at $1.50, 
at the John Wanamaker store May 8. 
The doors were opened at nine o’clock, 
a half hour before the regular opening 
time, and the rush was so great that 
lines were put up and police released 
only “to store capacity” from time to 
time. The customers picked the shoes 
from bins on the counters that had the 
sizes marked on signs hung above 
them. The sizes ran from 38 to 9, with 
a few sizes above and below. In the 
afternoon, after many of the tables 
had been emptied of their stock, the 
numbers diminished, but there was 
still a large crowd until the nine o’clock 
closing time. 


cus- 










Candid Camera Catches the 
Crowd at Wanamaker’s... 


semen @ Sen sone Sees Staats anee 
York and the suburbs to attend the Downstairs sale 
cenit hae ein a Ga co a 
department entrances before 10 o'clock—admitting -only 
} groups at a time. 

Subway and street entrances were jammed before the 
opening hour. We tried to gather the crowds on the main | 
floor. It was no use. They were eager to buy. So we let them 
in to the shoe store ahead of time—4000 by 9:30 o'clock. 


the Downstairs ¢tore woulda’t have been enough to serve 
the crowds that came. 

They kept buying last night until 9 o'clock when the 
store finally closed. 


THE PEGPLE HROW 

There's no stove like Wanamaker’s! 
P.& Yes, there are some shoes left for today in narrow widths 
only and also an exceptional in sarhples, sizes 314 and 


I variety 
4—though there wouldn’t have been any left could we have 
served the crowds that came— 


and the price is \*° for Wanamaker shoes 














Wenamaker Place — Ninth Street at Broadway 
Store Hours 9:30 0 3 — Saturdays 9:30 0 5:30 + Teleghone STnyresent 94700 











The sale was originated by P. H. 
Heffernan, shoe director of the biggest 
basement shoe business in the world. 

Recent shoe promotions by the 
Wanamaker’s basement have been at 
higher prices, usually $2.95. This was 
the first $1.50 promotion for a long 
time. While the units sold were 
greater in number, the dollar volume 
was not as large as at some of the 
$2.95 promotions, which reached a peak 
in a one day sale of $58,000. 

In the offering were 1350 pairs in 
white, pink, and robin’s-egg blue; 1000 
pairs of sample and small size shoes; 
4000 pairs in narrow widths of black, 
brown, and gray; 1000 pairs of flats 
in brown, gray, and beige; and 12,000 
pairs of whites. 
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Shop the Mar- 
bridge Building — 
Headquarters for 
Value and Style 


Under one roof... the showrooms 
of the shoe industry’s leading man- 
ufacturers ... easily accessible to 
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You Repeat Your Profits with 
“ America’s Finest Comfort Shoes’’ 





EXTRA FINE QUALITY 
PIG LEATHER INSOLE 

PATTERNS TO ASSURE 

aed SNUG FIT AT ANKLE 











CELASTIC TOE BOX 
FOUND ONLY 
IN HIGHGRADE 

FOOTWEAR 





SPECIAL CONSTRUCTED 
GENUINE PIG LEATHER 
COUNTER 














SCIENTIFIC SEWED 
HEEL SEAT 














HONEYCOMB 


VENTILATED, agama | 
PUNCTURE FOOT 














VENTILATION CIRCULATION 





The RIGHT FEATURE shoe which has undergone the acid test of 
several years manufacture will produce REPEAT PROFITS for you. 
Nu-Matics with their patented, scientific, "cushion" and "nail-less’” 
features are virtually non-competitive. Send for our Catalog of 


retailers and buyers, who, in one 
visit, may learn all that is new and 
smart in the shoe world. 

The coming season’s outstanding 
shoe styles are on display now at 
the Shoe Buying Centre in New 
. the crossroads of the 


York. . 


trade... the Marbridge Building. 
Come and see them before you buy! 


Man's and Women's 
Beware of Imitations 





1526 BROADWAY fs NEU YORK 


pa bay 


Kohn 





Shoes. 


ROHN SHOE MFG. CO. 
512 W. Florida St., Milwaukee, Wis. 


Uu Matic 


CUSHIONED SHOES 





Whats New 


Motion in Shoe Windows 


St. Louis—A revolving shoe ani- 
mator has been designed and invented 
by Robinson & Moore Co., 617 North 
Eighth Street, St. Louis, expressly for 


the purpose of attracting attention to 
shoe windows by motion and also for 
breaking up the monotony of a window- 
ful of shoes by concentrating on this 
unit any merchandising specials which 
the store wishes to feature. 

Each shoe stands out prominently 
and has its own card for price. 


_ Attention Focused on Boston Show 


Manufacturers Booking Space for July 8, 9 and 10—Lively Demand 
for Display Rooms—Program Shaping Up for Retailers' Attention 


Boston—Shoe manufacturers of New 
England, as well as elsewhere, are dis- 
playing a lively interest in the plans 
for the annual Boston Shoe Fair to be 
held July 8, 9 and 10. Since the pub- 
lication in the trade press of the first 
announcement of the dates, and of 
preparations under way for this great 
gathering of retailers, wholesalers, 
manufacturers and the allied trades, 
the management has been encouraged 
by the many inquiries and reservations 
of rooms to believe that the fair will, 
as always, be recorded as one of the 
outstanding events of the shoe and 
leather world. 

The fair is a cooperative enterprise 
in the sense that it is sponsored by 
members of the shoe and Ieather in- 
dustry, in affiliation with the New 
England Shoe and Leather Associ- 
ation, and has been continued as a 
trade event solely for the advancement 
of the shoe and leather industry, and 
more particularly for New England, 
although the fair has always welcomed 
the presence of members of the indus- 
try from other sections of the country. 

The aim continues to be, as it has 
since the fair was inaugurated many 


years ago, to provide a common meet- 
ing place for bringing together all 
branches of the industry for their mu- 
tual benefit. And in keeping with this 
motivating spirit, the management is 
this year aiming to bring together the 
largest number of members of the trade 
in many years. 

This week the official announcement 
containing detailed information of 
plans for the event was mailed to the 
trade. Containing full information as 
to arrangements for obtaining display 
rooms and other important details, it 
also mentions that there is no partici- 
pating fee to be charged for displays. 

As in past years, all displays will be 
confined to the Statler and Copley- 
Plaza Hotels, and, under agreements 
with both hotels, all reservations for 
exhibit and sleeping rooms will be made 
by the fair management. Hence, all 
applications for rooms to_ receive 
prompt attention should be addressed 
to The Boston Shoe Fair, 166 Essex 
Street, Boston, Mass. 

Announcement is also made that 
plans for a real trade get-together busi- 
ness meeting, in which leading mem- 
bers of the industry will participate. 
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Men's Shoes 
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Women's Shoes 
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KUSH-IN-EZE 
HAND TURNED 
FOOTWEAR 


im STOCK 
No. 202 Black 
Kid $2.00 
VAUGHAN-TOWLE CO. 
WAKEFIELD, MASS. 
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Shoe Shrinker 


EO 6 AF 68 6h EPI, CF POS 


NNER = 
The Original 
SHOE SHRINKER 
The Shee Doctor 


Pat. Ne. 1990142 
with 


° 
Prepared Fluid 

Shrinks Leather or Fabric 

Shoes ferfectly. Makes 

Sales. Stops Refunds. 

Makes a Perfect Fit to 

Shoes That Slip at the 

$15.00 Heels or Gap at Sides. 

° Simple and Easy to Oper- 
Guaranteed One Year ate. 

Write for More Information. 


E. C. SMELTZER CO. 


121 E. Gist St., Indianapolis, Ind. 
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are well under way. It is expected that 
all visitors to the fair will be inter- 
ested in the effect of the new upward 
swing in leather prices, which already 
has caused manufacturers to revise 
their price lists. 

The Boston Shoe Travelers’ Associ- 
ation, under the leadership of George 
A. McIntire, aided by a strong com- 
mittee, have begun the formulation of 
plans for the great Summer outing, an 
event that long has been a feature of 
the Boston show, and which increases 
in popularity with each recurring year. 

This live-wire organization of trav- 
eling salesmen promise visiting buyers 
a real treat in the form of an outing 


@ 
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A. L. Puffer With J. M. Connell 
Shoe Co. 


SouTH BRAINTREE, MAss.—Albert L. 
Puffer is now associated with the J. M. 
Connell Shoe Company, South Brain- 
tree, Mass., as a salesman, and will 


A. L. PUFFER 


sell their shoes throughout West Vir- 
ginia, Pennsylvania, New York and 
the New England States. In his years 
of selling, Mr. Puffer was associated 
with only four firms and is now an ex- 
perienced authority on the welt end of 
the shoe business. Through this knowl- 
edge and his experience as a salesman, 
friends of Mr. Puffer predict much suc- 
cess in his new connection. 





that will be as welcome and entertain- 
ing as the one last Summer, which was 
acknowledged to be one of the best of 
the many so far held. The travelers 
are determined to uphold their reputa- 
tion as hosts, while retail buyers doubt- 
less will be as eager to participate as 
guests as they always have been. 

Full and complete details of these 
and other plans for the one mid- 
Summer trade event that will focus the 
attention of the entire shoe world on 
Boston during fair time will be soon 
announced. 

In the meantime, manufacturers and 
others desiring any information about 
rooms or other details are requested to 
communicate at once with The Boston 
Shoe Fair; 166 Essex Street, Boston, 
Mass. 


New Manager 


OMAHA, Nes.—Harvey 
has been made manager for the Felt- 


H. Behrens 


man & Curme shoe store here. S. F. 
Rebuck, manager for the past 10 years, 
has been transferred to St. Paul, Minn., 
where he will have charge of the com- 
pany’s store. 
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Better Grade Sales Increase 


St. Louis—Following an enthusias- 
tic conference at headquarters, the 
salesmen of the Queen Quality Shoe 
Co. and Dorothy Dodd Shoe Co. are 
back on their territory with their new 
Fall samples. Thomas F. Byrnes, Jr., 
sales manager, states that the outlook 
for Fall sales increases is more prom- 
ising now than for many seasons past. 

Early advance orders carry decidedly 
larger size schedules than for the same 
period of last year. 

Queen Quality and Dorothy Dodd 
just closed the finest Spring season 
since they became a part of the Inter- 
national organization. Although they 
made healthy gains on all their grades, 
$6.50, $7.50 and $8.75 up, the largest 
percentage of gain was made on their 
De Luxe or top grade. This is further 
evidence of widening demand for high- 
er grade merchandise. Queen Quality’s 
new Fall line carries a wider range of 
high-fashion styles than heretofore. 
The list of salesmen follows: 

A. H. Park, Maine and New Hamp- 
shire; C. G. Wayne, Massachusetts, 
Connecticut and Rhode Island; C. H. 
Foss, New York State; W. C. Cleve- 
land, Pennsylvania; F. B. Hehl, Long 
Island and Suburban New York; G. A. 
Brown, Southeastern States; L. D. 
Mazur, Ohio, Indiana, Illinois and Ken- 
tucky; C. R. Drummond, Michigan and 
Lake Region; J. S. Byrnes, Twin Cities 
and Northwestern States; R. E. 
Byrnes, Kansas, Nebraska, Iowa and 
Missouri; E. C. Keleher, Texas and 
Oklahoma; J. A. Luke, California, New 
Mexico and Arizona; J. H. Chapman, 
Wisconsin, Illinois and Suburban 


Chicago. 


Wade Bros. Open New Store 


JAMESTOWN, N. Y.—Wade Brothers, 
one of the largest independent shoe re- 
tailers in Chautauqua County, has 
opened its new store at 212 North 
Main Street on the site of its original 
store which was destroyed by fire early 
in the year. Since the fire, Wade 
Brothers has occupied a temporary lo- 
cation at 119 North Main Street. 

The new store has a modern window 
display frontage of black crystal glass 
combined with stainless steel trim. 
Ceilings on the first and second floors 
of the building are of accoustical gray 
plaster and the walls are decorated in 
buff tones. Floors are carpeted in a 
neutral tone and the new fixtures and 
interior trim is of tropical wood com- 
bined with walnut. 

On the south side of the first floor is 
the men’s and women’s footwear de- 
partments occupying separate shops. 
The children’s shoe section is located 
in the rear of the street floor. Cyrus 
D. Wade and his brother, Elmer J. 
Wade, partners in the firm, have been 
residents of the city for 25 years. The 
new shop is equipped with X-ray fit- 
ting equipment. 
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Sop (White Shoes 


DUPONT PONTAN 
QUARTER-LINING 


DUPONT FAIRFIELD 
SOCK-LINING 


DUPONT WHITE 
MIDSOLE MATERIAL 





White Pontan quarter linings and White Fair- 


field sock linings in kid grain, glazed finishes add 





much to the appearance of the inside of the shoe. 





An outstanding new development, Dupont White 
| Midsole, gives the desired smartness to this pop- 


ular are of Spring and Summer Footwear. 











When writing advertisers please mention Boot and Shoe Recorder 
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Shoe Dressing 
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WHITE CRUSHED CALF, 


pigskin, kidskin and all wash- 
able white leathers need a special 
cleaner that will not injure the 
beauty of these new finishes. 
For these leathers the most effi- 
cient and safest cleaner is 


SHU-PRIM 
WHITE SOAP 


Made by 
SIGNAL CHEMICAL CO. 
791 Tremont Street, Boston 


makers of cleaners and dressings for all 
types of leathers. SHU- 
PRIM products § are 
used and approved by 
leading tanners and 
shoe manufacturers. 
You can avoid white 
shoe complaints by 
recommending these 
safe cleaners. 

Write today for trial 
assortment of 3 dozen 


at $1.50 per dozen. 
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Shoe Trees 
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QUICK PROFIT ITEM - 50: 


SIMPLEX SHOE TREES A 


SELFPA D JUSTIN G\ yy 
A Gentle Squeeze 


Inserts or Removes 
WRITE FOR 
UNIQUE 
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J, Simplex 
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Hosiery Protectors 
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WALK-U7E 


Sh dole BU ave aivojato vei.) 


are SEAMLESS 
and SMOOTH 
There are no back- 
seams on WALK- 
irritate 
the heel. That is 
are the 
outstanding leaders 
in the field. 
ORDER FROM 
YOUR JOBBER 


Manufactured by 
Onondaga Hide & Leather Co., Syracuse,N. Y. 
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Leads Vitality Sales Force 


GREENVILLE, S. C.—J. L. Locke of 
Greenville, who travels the southeast- 
ern states for the Vitality Shoe Com- 
pany of St. Louis, has led that sales 





J. L. LOCKE 


force for three and a half years, in- 
cluding the Spring season just closed, 
when he was first in total sales—first in 
sales of women’s welts—first in sales 
of women’s featherweight shoes—first 
in sales of children’s shoes—and third 
in sales of men’s and boys’ shoes. 

Mr. Locke’s many years of selling 
experience have been in the Southeast, 
where he is widely known among shoe 
merchants and shoe travelers. 





Anniversary Dinner 


NEw YorK—Retail store managers 
and salesmen of French, Shriner & 
Urner held a group dinner Saturday 
evening, May 18, at the Pierrepont 
Hotel, Brooklyn, to mark the 20th an- 
niversary of Frank O. Hale, retail pro- 
motional and general manager of the 
organization, with the concern. 

After the dinner there were speeches 
by J. J. Viccaro, J. Farrington and A. 
Ploessel. At the conclusion a gold 
watch was presented to Mr. Hale from 
the men of the entire retail staff. The 
presentation was made by L. H: 
Denlea. 

Mr. Hale received telegrams of con- 
gratulation from all French, Shriner 
& Urner stores throughout the country. 


Sales Up 20 Per Cent 


CHIcAGO—E. G. Teters, manager of 
the Palmer Boot Shop, reports that he 
has experienced an exceptionally good 
Spring business, with browns and blues 





_ predominating. Whites are now begin- 


ning to move and a big white season 
is predicted. Mr. Teters also reports 
that dollar sales for the year so far 
are up about 20 per cent over the cor- 
responding period of a year ago. 


1935 


Contacts West Coast Trade 


St. Louis—E. W. McCain, style man 
for Boyd-Welsh, Inc., is making an ex- 
tended trip on the West Coast, con- 
tacting retailers, their style and de- 
signing departments, as well as the 
styling and designing departments of 
the motion picture industry. 

Mr. McCain gives due recognition to 
the effect Southern California and the 
West Coast is having on the style pic- 
ture. This influence is recognized in 
the Fall line that has just been devel- 
oped by Boyd-Welsh, and through the 
contacts Mr. McCain will make he will 
continue to show this influence in the 
line that will be developed for the 
Spring of 1936. 


Barnett Woldin Dies 


SOMERVILLE, N. J.—Barnett Woldin, 
leading shoe merchant of Somerville, 
died at his home Saturday, May 11. 
Mr. Woldin was 61 years old, and up 
to his death was active in the retail 
shoe trade. Mr. Woldin is survived by 
his wife, two sons and two daughters. 

Mr. Woldin came to Somerville 40 
years ago and opened a shoe store on 
Division Street. He moved his busi- 
ness in 1900 to the present Hoch Build- 
ing on West Main Street, and nine 
years ago he again moved to his pres- 
ent location in the Central Building on 
West Main and Division Streets. Mr. 
Woldin’s two sons were engaged in 
business with him. 

Mr. Woldin was a member of the 
Anshe Chessed Congregation, the local 
Y.M.H.A., the Chamber of Commerce 
and the True Craftsmen Lodge, No. 
202, F. and A. M., of Trenton. 





Honored As Officers 


York, Pa. — S. Cletus Reineberg, 
member of the firm of Edward Reine- 
berg Co., local shoe merchants, and 
Samuel A. Brueggeman, popularly 
known as the dean of shoe men in 
York, were honored as officers of the 
Knights of St. Paul during the golden 
jubilee celebration of the organization. 

Mr. Reineberg is president, having 
served in that office for the past nine 
years, and Mr. Brueggeman has been 
secretary and treasurer for the past 
37 years. Gifts in recognition of their 
services were presented the officers at 
a dinner-dance featuring the celebra- 
tion. 


Edward R. Wells 


LINCOLN, NEeB.—Edward R. Wells, 
74, secretary-treasurer of Wells & 
Frost Co., and a pioneer shoe man in 
Lincoln, died suddenly May 9 at his 
home. He had worked Wednesday and 
was taken suddenly ill that evening. 

He had been in the shoe business in 
Lincoln for 40 years. He came to this 
city in 1885 from Coatesville, Pa. He 
is survived by his widow and a son. 
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Fashion Writers Visit 


Portsmouth 


PortsmMouTH—Over the week-end, Roger A. Selby, 
president of Selby Shoe Company, entertained at Ports- 
mouth, a part of fifteen feature and fashion writers 
from national publications located in New York. They 
were guests at a tour of inspection of the factory and 
saw an exhibition of Mr. Selby’s Arabian and saddle 
horses on the 700-acre stud farm located five miles 
north of Portsmouth, which includes an enclosed arena 
and show ring. 

Included in the party were Edith R. Symington, 
associate editor of Vogue; Hildegarde Fillmore, acces- 
sories expert of McCall’s; Alice Hughes, fashion 
columnist for the New York American; Beatrice 
Mathieu, the well-known writer; Andre Damiano, the 
photographer; Paul Alley, of Hearst Movietone News; 
William Harlan Hale, correspondent for Fortune; 
Helen Welshimer, NEA service feature writer; Mar- 
garet G. Stone of Good Housekeeping; Evelyn Hand- 
cock and Benjamin Sonnenberg, publicity representa- 
tives of the Selby Company. 

A consensus of the party disclosed that the most 
impressive feature of the trip to Portsmouth was the 
presence of clean-cut, healthy American workers con- 
tent with their jobs at the Selby plant. 


Travel in Comfort 
and Arrive in STYLE 


[CONTINUED FROM PAGE 50] 


The second prize winner, who receives a shoe ward- 
robe consisting of six pairs of shoes a year for life, 
Mrs. P. H. Deffendahl, a housewife of St. Louis, Mo., 
also attended the presentation of the major winners. 

The judges of the contest were: Prof. Lloyd Herrold 
of Northwestern University; Miss Helen Koues, fashion 
editor of Good Housekeeping Magazine, and Roger A. 
Selby, president of the Selby Shoe Company of Ports- 
mouth, Ohio. 

Harold Volk, vice-president of Volk Brothers, Dallas, 
Tex., the store that sold Miss Spencer the pair of shoes 
which enabled her to enter the contest, says: “The 
‘invisible salesmanship’ resulting from recommenda- 
tions of Selby shoes by old customers, coordinated 
through the talks of Mrs. Roosevelt, really resulted in 
the great increase of sales in my store and Texas is 
proud of its winner.” 

Same Summer Closing Hours 


Canton, On1o—Canton retail shoe stores will observe the 
same closing hours this Summer as last, according to an an- 
nouncement of the retail merchants board. Opening hour was 
set not later than 9 A. M. and closing at 5 P. M. The schedule 
includes Saturday and is effective from June 3 to Aug. 31 in- 
clusive. 














































a 


BOOT AND SHOE RECORDER, May 25, 1935 


Everyone Passing 
is a Possible Prospect 


SELL THEM 











THE TICKET 


OW 


DISPLAY CARD SAMPLES, HARMONIZING TICKETS 
and SELLING MESSAGES SENT ON REQUEST 


Harmonizing summer colors 
offer a perfectly blended trim 
. . « Modernistic rose design, 
with contrasting shade of tur- 
quoise blue, on white mottled 


board. The display card is 8” x 
14”. etc. 


14 snappy and informative selling messages 
each month for men's, women's, children's shoes, 


women's hosiery, store service, fitting, quality, styles, 


Single cards, 60c each—without text, 35c each 


ATTRACTIVE HAND LETTERED PRICE TICKETS 


In popular denominations and blank. Samples of in-stock 


tickets available. 


WITHOUT STORE NAME: 6 dozen, $1.10—I2 dozen, $2.00 
WITH STORE NAME: 100 tickets, $3.00—200, $5.00 


MERCHANDISING AIDS 











Polly Clips 
for Price Tickets—Adiustable— 
Tilt at any angle. 
Vy gross y 
| gross i 
| i J 
Ss S 


Polly Shoe Holder 


Pouy Cup 
for Price Tickets 











CARD HOLDERS 
Oval base—burnished qold— 


three-color trim. These modern- 
istic holders take any size card, 
and harmonize with the finest 
window display fixtures. 


Supplied with annual services. 












































Pouy Shoe 
OLDER. 


Pat. Pending 


To display arch, branded, and 
fibre-sole shoes. Always re- 
mains in upright position. 


Vy dozen 
| dozen 


Recorder Stock Record 
Tickets 


for shoe cartons. Clips in- 


cluded: 























When writing advertisers please mention Boot and Shoe Recorder 
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ANNUAL DISPLAY CARD 
SERVICE 


EXCLUSIVE FRANCHISE with annual card service to one merchant in an 
average size town, suburb or city shopping center. 


STORE WINDOW BULLETIN, supplies merchandising and display suggestions 


each month. 


SPECIAL CARDS, with wording as wanted. 
EXCHANGE OF CARDS: Annual card service subscribers may exchange any 


cards received for others of the current month, whose text better cover 
their merchandising program. 


PRICE TICKETS: Blank tickets, harmonizing with the current month's cards, 
supplied free. 


IMPRINTED PRICE TICKETS, with prices as wanted, to assure well blended 
trim, are 35c per fifty, additional. 
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FEATURE POINTERS 








precisely point out in-built values. These 











ARROWS are obtainable in two combina- 





tions: corn with qreen border, or buff with 


green border. Choice of forty selling phrases, 2 
or blanks. ° 
12 dozen (printed or blank)...... $2.00 a 
e*? ee Oe Kees 1.10 3 

Ld LL i] ily 0.25 


SPECIAL: 


Combination of one gross Polly 
Clips and one gross Arrows, only 
$5. 


SERVICE 


INCLUDES 


SHOW CARD 


We sell Men’s, Women’s, Children’s Shoes and Women’s Hosiery. 








ANNUAL 

















> 

SERVICE | MONTHLY CARDS HoLtpers | wont, : bs 
No. | $5.00 I2 6 100 ; 7 

No. 2 4.00 8 4 100 8 

No. 3 3.00 6 2 50 : - 

No. 4 2.25 4 2 50 : os 

fu 

















— 
White board, 


jreen and qold— 
yellow design. 








Q FoR ITSELF + IN 
INCREASED BUSINESS 


/Matl Coupon or! 


WUE 























Tn 














V 
Pale blue board, 
dark blue trees, 
ind qolden moon. 


a a Q 
Rose-pink board. | White board; de- 
Lavender and __ iignin two shades 
green desiqn. of qreen. 

Size: 1/2” x 234”—Prices on first page. 


Please enter our order for the 


COUPON 





lines not carried.) We wish IMPRINTED tickets @ 35¢ per fifty, in following 


quantities and denominations: 


per year, payable 


Recorder ‘‘Selling Messages,” 
beginning with JUNE, con- 


For 


month. 
cash in advance, full year’s 


per 


o 
c 
° 


monthly = for 
for 


tinuing 


subscribers 


service, 5% discount. Checks 
must be drawn on U. S. 


from _ foreign 


Service 


Card 


year, 
No. 


MERCHANTS SERVICE 
BOOT & 
BON 


209 S:STATE ST: 





consisting of 


STORE NAME 


banks, or include exchange. 
if for any unforeseen reason 
we wish to discontinue ser- 
vice before expiration of or- 


OWNER 
STREE 


for 


additional 
each month’s service deliv- 


month 
ered, and agree to return the 
card holders. 


der, we agree to pay $1.00 
per 


Check with order, please, 
unless C.O.D. preferred. 
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MEET . 


CLAJTIFIED ano WANT AD 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 































SALESMEN WANTED 





POSITION WANTED 








POSITION WANTED 


1935 











WANTED 


Man experienced in handling sales 
organization and in-stock department 
medium priced ladies’ shoes. 
Address E-259 
c/o BOOT AND SHOE RECORDER, 
140 Federal St., Boston, Mass. 








Experienced Last salesman 
wanted in St. Louis territory. 


DAYTON LAST WORKS 
Dayton, Ohio. 


man of this calibre. 





Manager Seeks New Connection. 
Twenty-one years’ experience as manager of unit of prominent 
national retail chains, handling better grade men’s shoes. 


Expert fitting and clever detailing has made this man a per- 
sonality in the Metropolitan area. Will consider position any- 
where in the United States where the opportunity warrants a 


Address E-281 : 
Care BOOT & SHOE RECORDER 
239 West 39th Street, New York, N. Y. 




















SIDE-LINE SALESMAN 


Popular-priced line children’s Prewelts, all 
states west of Illinois. Only men that can 
furnish high-grade references, now handling 
a_ non-competitive line, considered. Please 
give all information in = reply. Com- 
mission only. Address E-276, care Boot & 
Shoe Recorder, 209 South State Street, Chi- 





cago, 








WANTED — LINE SALESMEN, now 
calling on the shoe retail trade, to sell a 
Fall line of merchandise on straight commission 
basis. Applicants must furnish references as 
well as the name of the firm now representing. 
Address E-274, care Boot & Shoe — 239 
West 39th Street, New York, N. Y. 


ALESMAN WANTED ffor New York 

State—Men’s and Boys’ slippers. Only those 
who have office space in New York City need 
apply. Address E-271, care Boot & Shoe Re- 
corder, 140 Federal Street, Boston, Mass. 








ALESMEN, all territories, calling on shoe 

departments and retail stores to handle estab- 
lished line of shoe bows and shoe specialties. 
Liberal commission. Address E-277, care Boot 
& Shoe Recorder, 239 West 39th Street, New 
York, N. Y 


SALESMAN wanted to sell a general line to 
the retail trade for New York State and 
Pennsylvania. References. Address E-278, care 
Boot & + og 5 —_— 239 West 39th Street, 
New York, 














SALESMEN WANTED 





ANTED—SALESMEN acquainted with bet- 

ter trade in Central Western and Southern 
territories, interested in carrying line popular- 
priced Turns, Welts, and Ucos and able to do so 
on strictly commission basis. Address E-270, 
care Boot & Shoe Recorder, 209 South State 
Street, Chicago, Ill. 





COAST, Middle West aud Southern territories 
open to sell well-known line of shoe dressings 
to retail shoe trade. Commission basis. Draw- 
ing account to men with established following. 
State experience and full information. 
ronees confidential. Address E-275, care Boot 
3 Shoe Recorder, 140 Federal Street, Boston, 
Mass. 





SAL LESMEN WANTED—Commission basis— 
To carry line Misses’ welts, $2.95 and $3. 2 
retailers, and strong line pre- -welts in stock, 
following states: Indiana, Nebraska, wi lhened 
Iowa, Colorado. State age, experience and ref- 
erence. Fall line ready about June 1. Address 
E-272, care Boot & Shoe Recorder, 1627 Locust 
Street, St. Louis, Mo. 





WANTED: Experienced salesmen to sell, as 
side line on commission, line of women’s 
Welt comfort arch shoes comprising 20 patterns 
carried in stock. Territories open: New Eng- 
land, Pennsylvania, Illinois, Ohio, New Jersey. 
Address E-273, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 












ETAIL shoe salesman desires pede in 
shoe or department store. Age 32, 15 years’ 
—— with large department store in New- 

expert shoe fitter, pleasing personality, ex- 
cellent character. A-1 references. Will’ start 
at small salary and go anywhere. Address E-266, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 


XPERIENCED custom last maker. Age 33. 

Will also sell shoes in store or work in shoe 
factory in last department. Address E-279, 
care Boot & Shoe +, ae 239 West 39th 
Street, New York, N. 


MANAGER or ASSISTANT BUYER. Ex- 
perienced shoe man of proven sales ability 
desires connection with reputable retailer. Loca- 
tion no object. references. H. L. Nuss- 
baum, Van Wert, Ohio 


EXPERT designer and quality Man, on Ladies’ 
and Juvenile welts, 35 years of age, best 
reference. Desires connection with larger or- 
anization. Address E-282, care Boot & Shoe 
ee, 239 West 39th Street, New York, 

















LINE WANTED 


S ALESMAN, selling department stores and 
well-rated accounts, seeks reliable connection 
with Ladies’ Line. S. Brown, 1150 Sterling 
Place, Brooklyn, N. Y 
POPULAR-PRICED LINES wanted for Mich- 
igan, Indiana, Ohio, New York and New 
Jersey by volume salesmen. Wide experience 
and reputation. Excellent references furnished. 
Address E-280, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 




















address should be counted. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
mum charge 75 cents. For all other classified advertisements the rate is 7 cents per word. 
When a box number is desired twelve words should be added for the address. 


The rate for all displayed classified advertisements is $5.00 an inch with a-maximum of 45 words. 


Classified advertising is payable in advance. 
& Advertisements for this page must be in our New York office on Friday of the week preceding publication. “@5 


In all other cases each word of the 


Minimum charge $1.25. 
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WANTED TO PURCHASE 


BUSINESS OPPORTUNITY 


MERCHANTS’ NEEDS 








Buyers of Surplus Stocks 


We will buy surplus or entire stocks of shees 
from manufacturers, jobbers or retailers. 
QUANTITY NO OBJECT 


KIRSCH-BLACHER CO., Inc. 


106 Duane St. New York 
Phone Werth 2-5377 and 5378 








WE BUY 
Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, ‘or 
ity, Arch Preserver, Queen Quality, Bos- 


tonians, Etc. 
IRVIN RUBIN 
“The House of — 
898 Reade St. Cor. Churec! 
Phone Barclay 7-7887 ce York City 








CASH FOR BRANDED SHOES 


RETAIL OR FACTORY STOCKS 
References: I. Miller, Nunn-Bush, Geller, Beck, 
Saks—5th Avenue, Melville, Bostontan, etc. 

BARIS SHOE COMPANY, Inc. 

79 READE STREET, NEW YORK 
Telephone: WORTH 2-5180, 5181 











Posted Copy of Store Ad 
Helps Sales 


Detroit, MicH.—A copy of the 
store’s advertising posted in a con- 
spicuous place for salespeople to read 
regularly does wonders in organizing 
selling effort, in the opinion of Steven 
Jay, personnel manager of R. H. Fyfe 
and Company. “The idea is carried out 
in the store by posting each daily news- 
paper advertisement, or other special 
publicity, on a bulletin board — and 
there is one on every floor—in every 
department. 


“A customer who comes in for a 
pair of shoes, and then mentions some- 
thing she saw in the advertising, can 
very quickly be steered to the right de- 
partment, even though the clerk does 
not have the responsibility of knowing 
everything being featured in other parts 
of the store. He can easily find out— 
and he is encouraged to read the ads to 
find out in advance.” 


The idea facilitates customer move- 
ment in the store. 





Fabric Vogue to Decline 


CuiIcaco — The vogue of fabrics 
will not last, thinks J. P. Parnette, 
manager of Burt’s, while blues and 
two-tone whites will be more popular 
than ever this coming Summer. Whites 
with blue, brown or black trim, Mr. 
Parnette says, in the order named, 
will in all probability dominate the 
gross sales volume during the hot 
months coming. While novelty sports 
are selling in considerable volume to 
match sports clothes, the regular 
styles and models still constitute the 
bulk of volume at Burt’s. Sandals in 
the $2.95 class are the leading sellers 
of any one type. 














YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 














MERCHANTS’ NEEDS 


DISPLAY © 













Again SEGALL & SONS Take 
the Lead by Presenting Display 
Equipment in the Newest of 
Modern Designs ot Prices You 
Will Find Most Agreeable. 
A special folder, has 
been prepared. Please ask 
us to mail you a copy 


SEGALL & SONS 


923 Arch S¢t., Philadelphia 

















in Saint Louis 
NINTH & WASHINGTON 





@ This beautiful 


new hotel is located in 


the business, theatre and 
shopping center of the 


city. Garage service. 


e Iwo 


FAMOUS RESTAURANTS 
Coffee Grill. ..The Rathskeller 






‘isitors who 
Seite Louis stop at the 


Ale! “Keanoe 














A PHENOMENAL SUCCESS 


A Sensational shoe reshaping machine; 
the most practical device for the scien- 
tifle conforming of shoes. Most eco- a 
nomical to operate. Eliminates, slip- 
ping at heels, gapping at sides of shoes. 
Is practical for almost every fitting need. 
Dealers from coast to coast are satisfled 
users. -Send for descriptive literature. 

Machine without hand iron.. 8.50 
Machine complete with hand iron $35.00 
Hand iron only .............. $15.00 

f.o.b. New York City 


INIHDVAN ver PA 
JOHS 3QNNd 3HL 





inn ng ee | 


DUNDE SHOE. [RESHAPING eee. INC, 
13 EAST 37th $ » N.Y. 











Pouy SHOE 
OLDER, 


Pat. Pending 

To properly displa —_ support shoes, 
branded shoes, golf shoes and fibre sole 
shoes. Always remains in the correct up- 
right position. Occupies little space. Almost 
invisible when in use. ill not fall over. 
Used for Men’s and Women’s shoes. 

$3.00 per 7 $1.65 por Ye dezon 


» POLLINGER CO. 











M. 
Holland Butlaing St. Louls, Mo. 





Represents Pied Piper 


Boston — Clar- 
ence N. Cogswell, 
than whom there is 
no more popular 
traveling salesman 
showing shoes, will 
sell the Pied Piper 
line of growing 
girl’s, misses’ and 
children’s shoes 
made by the Pied 
Piper Shoe Co., 
Wausau, Wiscon- 
sin. His territory 
is to embrace all 
New England, with New York State 
outside of the Metropolitan district. 

This territory is familiar ground to 
Mr. Cogswell, who has covered it for 
some years past and is well acquainted 
with the retail buyers. His experience 
as a salesman is attested by his past 
successes with the firms he has repre- 
sented. 

“Coggie” has always been prominent 
in all affairs of the shoe travelers, hav- 
ing been president of the Boston Shoe 
Travelers Association. 


CLARENCE N. 
COGSWELL 
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Ill Fitting Shoes 


Cause Accidents 


CHICAGO, ILL.—Shoes and feet came 
in for some sharp attention at the con- 
vention of the 18th annual mid-West 
Safety Conference at the Stevens 
Hotel May 8. 

Tight shoes, the cause of frowns and 
irritable temper, also are one of the 
greatest causes of accidents. Tired, 
aching, sore feet caused by ill-fitting 
footwear, resulting in corns, bunions 
and callouses, make men and women 
more accident prone than any other 
cause next to home trouble, according 
to M. C. Goodspeed, safety engineer 
of the General Electric Company, ad- 
dressing the convention. 

“We frequently hear discussed rea- 
sons why a person may be thinking of 
something else besides his job,” Mr. 
Goodspeed stated, “and because of this 
an accident happens. Of the many rea- 
sons which have been advanced, foot 
trouble is very probably one of the big- 
gest reasons for accidents for which 
there was no apparent cause. 

“Shoes of substantial leather soles 
and medium height, broad heels for 
women, are one way of reducing acci- 
dents,” Mr. Goodspeed said. He dis- 
couraged the use of heelless shoes and 
declared that high spike heels were also 
definitely bad. 


New Shoe Shop Opens 


PeoriA, Itt.—A new Cantilever Shoe 
Shop was opened here recently by We- 
lander Bros. The store, modern in 
every detail, is located at 406 Main 
Street, in the Peoria Life Insurance 
Building. 
S. G. Dobbins, well known as man- 
’ ager of the former Cantilever Shoe 
Shop, is in charge, and is planning to 
qualify for a “Foot Health Headquar- 
ters” insignia as soon as he adds the 
Ground Gripper, Physical Culture and 
Dr. Kahler lines to his present stock 
of Cantilever Shoes. This will be as 
soon as possible, inasmuch as he plans 
to operate under the successful Foot 
Health Headquarters Plan. 

The store is in a choice location, hav- 
ing three windows in which to display 
shoes—two on Main Street and one in 
the lobby of the Peoria Life Insurance 
Co. Bldg. The store is making splen- 
did progress after a very successful 
opening. 
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QUALITY c VALUE 





























Mabley & Carew Co., Cincinnati, Ohio, can be justly proud of 

the beauty and the eye-appeal of their new JUNIOR SHOES 

department. Mr. E. Held, Divisional Merchandise Manager, 

in commenting upon it said:—“This department specializes in 

‘Kali-sten-iks.’ Believing in them as we do, we therefore planned 

the section as shown in the picture so that it would reflect credit 

upon us and your shoes. A feature of the color scheme is some IN STOCK 
very fine hand paintings of characters that interest children.” 

No. 6188—Genuine White China Buck 


Our constant purpose is to make such excellent shoes that the fran- Perforated Sport Oxford 
* “ ° eo . i / . " 7 
chise for “Kali-sten-iks” shall always be a capital asset; therefore, 314 to 9 AAA, AA, A, B, and C Widths 


merchants interested in grading up are invited to write us. 


THE GILBERT SHOE c@., THIENSVILLE, Wis. 


NEW YORK: 541 MARBRIDGE BLDG. LOS ANGELES: HAYWARD HOTEL 
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MOST FAVORED BROWN 


Among all browns Colonial No. 99 is fash- 
ion’s favorite. Dark, lustrous, alluring 
.-. it is one of those rare perfections which 
take the lead by popular acclaim. Used 
extensively last season in all over patterns 
and combinations, advance sales serve 
notice of a tremendous popularity for 
Colonial No. 99. 


“ATE 


COLONIAL PATENT 


is available in all au- 
thentic colors. 


COLONIAL TANNING COMPANY - BOSTON 
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AX PY H cEls have accuracy 


Spaulding Counters 
assure straight back- 
seams — perfect bal- 
ance—longer wear— 
because they’re made 
to fit! 


Poor-fitting counters 
mean twisted back- 
seams—an unbalanced 
shoe—rundown heels 
and repair bills for 
your customers. 


PAULDING 


Counters 


“Wade in North Rochester, N. H. 


NO OTHER PART OF THE SHOE MEANS SO MUCH 


Spaulding Counters are straight shooters! They always hit the 


shoe manufacturer’s mark BANG! in the bullseye. No lazy copies 
of old counters for Happy Heels! As soon as they get a new set 
of manufacturer’s lasts, Spaulding makes an entirely new set of 
moulds—exact duplicates of these lasts. They even make a variety 


of size ranges (both rights and lefts). 


Such precision, care and accuracy lift Happy Heels above all other 
counters. They “make good” because they are made perfectly for 
exact fit and sturdy endurance. Happy Heels breed happy cus- 
tomers. 


And Happy Customers make that fine, happy, dark blue 
balance on the right side of the ledger. 


f you insist on accuracy, write “With Spaulding Counters’ into 


your shoe specifications. 


AND COSTS SO LITTLE 
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CONSOLIDATED 
IN STOCK 





MOCCASIN 


Here are three of the fastest selling items in the 
profit-building Consolidated line . . . the Camp 
Moccasin for Men and Boys, the Pocahontas Moc- 
casin for Men, Women and Children, and the Miami 
Slouch for Men. Each meets a definite sports or 
recreation requirement and merchandises readily at 
very attractive prices. 


The Camp Moccasin, sewn by hand, is sturdy, com- 
fortable and flexible. Waterproof, it's ideal for 
camp, sports or beach wear. Boys' sizes: | to 6, re- 
tail from $1.49 to $3.49. Men's sizes: 6 to II, $1.69 
to $3.95. 


The Pocahontas Moccasin is a great favorite with 
men, women and children. Made from specially 
tanned glove leather, beautifully beaded by Indian 
craftsmen. In all colors and sizes. Truly "a glove 
for the foot." 


MIAMI SLOUCHES The Miami Slouch is the sensation of the beach 
resorts. All leather, durable, unaffected by water. 
It's strictly masculine, but completely smart and 

retails at $1.69. 


CONSOLIDATED SLIPPER CORPO 


BOMBAY, NEW YORK _ 


> — 
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WHAT 
EVERY MERCHANT 
SHOULD KNOW 








A regular giant among advertising mediums 
is The American Weekly. This Mighty Mag- 
azine is bigger in size—bigger in circulation— 








bigger in selling power than any other na- 






tional publication. It delivers the advertising 






published in its interesting pages to twice 


\ 






as many families—and it concentrates in 





the richest retail markets where most of the 






buying is done. You're fortunate when the 





goods you stock are advertised in The 






American Weekly. It means more sales— 






more profits for you if you feature them in 






your windows, on your counters, in your 






advertising. 














The American Weekly—what it is 


@ The American Weekly is the largest magazine in the world. It is distributed through 17 
great Hearst Sunday Newspapers. In 597 of America’s 995 towns and cities of 10,000 popula- 
tion and over, The American Weekly concentrates 67% of its circulation. 







In each of 134 cities, it reaches one out of every two families 
In 125 more cities, 40 to 50% of the families 

In an additional 165 cities, 30 to 40% 

In another 173 cities, 20 to 30% 












... and, in addition, more than 1,885,000 families in thousands of other communities, large 
and small, regularly buy and read The American Weekly. 


THEAMERICAN 
THEAWeEKLY 


“The National Magazine with Local Influence’? 
Main Office: 959 Eighth Avenue, New York City 
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Seadeie baci eeu 
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The complete line will be 
gladly shown to you by the 
Endicott-Johnson salesman in 


er b 


7080. White Elk Bal, 

welt, composition sole, 

rubber heel. D 6/11, 
$1.60 


1320. White Elk Bal, 
McKay, wing tip, oak 
sole, rubber heel. 6/11, 

$1.57'/. 


5815. Boys’ White Elk 
Bal, welt, wing tip, oak 
heel. D 


sole, leather 


your vicinity. 


7681. White Cream Buck 
Bal, Welt, wing tip, oak 
sole, rubber heel. B, C, 


7680. White Cream Buck 
Bal, welt, oak sole, rub- 
ber heel. B, C, D 6/11, 

$2.05. 


7072A. White Elk Bal, 
wing tip, composition 
sole, rubber heel. D 
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MEN’S WHITE SPORT SHOES 


With men now fully white shoe conscious, the smart merchant will do well 
to consider these new Endicott-Johnson men's white sport oxfords as the 
stepping stones to the most profitable summer ever. 


Cool and comfortable, styled right, priced right and backed up with the 
world famous Endicott-Johnson standard of excellence, these smart white 


Bie oN Se SG TALE PAN SS LENE RE ce os ose 8 CIR MEN ca aa a 


shoes appeal to every man. 


Summer weather is here. Order your men's white shoes from Endicott- 
Johnson at once! We have them In-Stock and ready for immediate delivery. 


IN-STOCK 


TO RETAIL AT 
$92.25 to $3.00 


IN Y ST. LOUIS, MO. 
IN. |. NESSC Um LOlN CGE 









¢ 
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Live Spring Action —Wings for Wabking 


W ARCHSMITH SHOES 


4 


June |, 









Your market for the sale of Arch-Smith Shoes is unre- 
stricted because Arch-Smith construction is adaptable 
and adapted to the most stylish lasts. As a result, every 
man of taste and discernment is a potential customer of 
the Arch-Smith store. And wherever the line has been 



















Arch-Smith Smartly : ‘ 7 
l Styled, Scientific representatively stocked and actively promoted, the vol 

Balanced Lasts in- ume of immediate sales and the satisfaction expressed 

sure correct Body 

Posture. by buyers, testified to active desire for shoe style on a 
9 Arch-Smithconstruc- scientifically developed foundation . . . Progressive mer- 

tion follows the ex- 

act undersurface of chants will be interested in the new booklet explaining 

the foot. Gives natu- ’ 

ral support to the and illustrating Arch-Smith construction and showing 


entire foot structure. : : ’ 
“ae the attractive instock selection. Write for your copy today. 
Arch-Smith light, 
Metatarsal Control 


protects the Meta- Arch-Smith Shoes are designed and built under 


tarsal Arch. government patents exclusively by the 
4 Arch-Smith Con- Ss 

struction puts Flex- J. P. SMITH SHOE Co. 

ible, Live Spring 

Action beneath the Sangamon and Huron Sts. 

Inner Longitudinal 

Arch. CHICAGO 


§ Arch-Smith Con- 

struction provides 
Firm Support for the 
Outer Longitudinal 
Arch. 


5 Arch-Smith specially 
designed, Broad 
Shanks hold the 
Transverse Arch 
permanently in nor- 
r mal position. FORMS DESIGN 


Arch.Smith Stonckith—Now Instock 














No. 1512, Black Calf 
$600 
No. 1562, Black Kangaroo 
Fair Stitch Sole 
$625 
AA, 8 to12; A, 7 to 12; B, 6 to 12 
C and D, 5% to 12; E, 6 to 11 














When writing advertisers please mention Boot and Shoe Recorder 


